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Just 444 years ago Columbus discovered America. 


Now America discovers Columbus, the Mid-land city: 


Population 310,000 Annual retail trade $100,000,000 
Native born 94.7%, Annual wholesale trade 120,000,000 
Rank, U. S. cities 28th Bank clearings (1935) 530,000,000 


Ohio State University, with its 15,000 students, stately stadium and football fame, makes 
Ohio's Capital City the home of football fans. 


Of our over 50,000 policyholders, scattered throughout every state in the Union, nearly 
10,000 reside in our home city. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Columbus, Ohio 
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What Do YOU Think? 





ui | DON’T TELL him what I think; I ask him what 


he thinks”, says a successful agent who has learned 





an important lesson in human psychology. 


w YC 

. ° ° . . . Joint | 
What you think about life insurance is of little inter- : 
est to your prospect. Ask him what he thinks about his = 
Baminat 
prospects for the future, what he plans for his children, a 
ciation 


how much his wife’s security means to him. B st F 
y 


fendent 





int col 
sociation 
r titers 
r asualt: 
Phur Sy 


“pposit 


He will tell you and then your minds will meet on 


the subject of life insurance, which a man must logically 





consider when he is thinking about financial protection : 


d ading 
_ 7 = * Orr es] 
for himself and his family. Bes 
P) The 
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| fom 
= ‘ ° pore 
“What do You think? is a good approach. Bs ta 
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xamination Plan 
Opposed by Pink 


onvention Proposal Would 
reate Waste, Inefficiency and 
Big Expense 
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EGALITY IS QUESTIONED 


















w York Superintendent Addresses 
| Joint Meeting of Casualty Groups 

at White Sulphur 
Unqualified opposition to convention 
amination of insurance companies, as 
foposed in a resolution adopted at the 
wnual convention of the National As- 
Sociation of Insurance Commissioners 
@ St. Paul, was expressed by Superin- 
indent Pink of New York before the 
Joint convention of the International As- 
Sociation of Casualty & Surety Under- 
ters and National Association of 
asualty & Surety Agents at White Sul- 
ur Springs, W. Va. Mr. Pink led the 
pposition to the resolution at the St. 
aul meeting and since that time has 
een its principal opponent. Missouri 
d Pennsylvania have been two of the 
ading advocates of the plan and much 
orrespondence has passed between 
Superintendent Pink and Superintendent 
‘Malley of Missouri on the question. 
The resolution adopted at St. Paul 
PProposed convention examination of all 
fompanies doing business in three or 
Pore states. Superintendent Pink in 
is talk declared it places an impossible 
urden on the shoulders of the conven- 
jPon and on the state. The convention 
“As not equipped to handle it, he said; it 
has no organization to handle it, nor has 
mit the experience. He said it would 
@esult in examiners being sent in every 
|#irection throughout the country, with- 
pePut adequate supervision or control by 


he commissioners association or by the 
ome state. 
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Number of Companies Involved 
He said there are 982 companies of 


all types doing business in three or 


femore states which would have to be 


p examined by groups of states under the 


: resolution, Of these, 211 are in New 
ork, 87 in Pennsylvania, 73 in Illinois, 


70 in Massachusetts and the others are 


scattered throughout various states. 
Thus the commissioners association 
® would have to organize, control and ac- 


7 crt responsibility for 250 to 350 ex- 
eminations each year, or on the average 


seit 
RF 


of 1 per day. This would require the 
msending of examiners of each state 
throughout the various states, He con- 
: —— it would mean decentralization 
Slack of control, and the infiltration of 











>) new and inexperienced persons, 


It would cause a tremendous increase 
nN expense as well as slowing up the 










! — Process, with a let down in effi- 
sages Another factor, he said, is that 
States where only one or two examin- 











N. Y. May Allow Non-Par 
Companies to Issue Par 





NEW YORK, Oct. 8—Non-partici- 
pating life companies doing business in 
this state will be permitted to write par- 
ticipating as well as non-participating 
business here if legislative changes now 
under consideration by the New York 
department receive Superintendent 
Pink’s approval. 

While Mr. Pink has not reached a 
final decision, it is known that he favors 
allowing companies operating in New 
York to write both par and non-par 
business, since they are allowed to do so 
practically everywhere else, although if 
he were setting up regulations for the 
entire country, he would favor compa- 
nies being limited to writing only one 
class or the other. 


Law Covers Domestic Companies 


Since 1906 companies domiciled in 
New York state have been prohibited 
by law from writing both types of busi- 
ness, and about 10 years ago James A. 
Beha, then superintendent, ruled that 
out-of-state companies should subniit to 
the same regulations, since to aliow them 
to write both classes of coverage would 
be unfair to domestic companies. This 


departmental regulation was never made 
law, but the non-state companies, recogz- 
nizing that it would quickly be made a 
law if they did not comply with it, made 
no attempt to defy the order. 

When the order went throvgh that 
stock companies had to be either par- 
ticipating or non-participating in New 
York state, those doing the bulk of the 
business here elected to be non-partici- 
pating. Permitting stock companies to 
write both par and non-par business 
would be of particular interest at this 
time, in view of the possibility that low- 
ered interest rates will necessitate higher 
rates being charged by non-par conipa- 
nies. With two strings to their bows, 
the stock companies could have an al- 
ternative for the buyer who might ob- 
ject to non-par insurance because of the 
rate rises. 

Whether companies should be allowed 
to write Loth types of business has long 
been a moot question. The chief objec- 
tion to it is the fear that there may 
come a time when companies would use 
profits from participating business to 
help out the non-par business, or vice 
versa. 








ers attached to such an examination 
were doing an unimportant and inci- 
dental part of the work, that state would 
have to take full responsibility for the 
results and conclusions reached. 

Mr. Pink questioned the legality of a 
convention examination when applying 
its findings to the various states. He 
called attention to a ruling of the New 
York attorney-general in 1894, the prob- 
lem of outside examination being in the 
forefront at that time. Substantially the 
same legal questions were involved then 
as are involved under the St. Paul reso- 
lution. The attorney-general ruled 
then that outside officials had no legal 
authority under the laws of New York 
to make examinations within that state 
of companies chartered there, upon re- 
quest or otherwise. 

Examinations Not Official 


He ruled further that there would be 
no binding force of validity to the find- 
ings of such an examination, other than 
the credit usually reposed in the find- 
ings by a reputable body of citizens in 
any voluntary and extrajudicial pro- 
ceedings. It was pointed out that false 
statements could not be punishable by 
criminal prosecution in New York, and 
therefore the results of such an exami- 
nation could have no official recognition 
from the New York department. It 
was held that the examination being 
purely voluntary, the New York depart- 
ment was not chargeable with the duty 
of participation or supervision and had 
no responsibility in that respect. 

“Consequently,” Mr. Pink contended, 
“it is plain that under the laws of New 
York a convention examination of any 
of our companies is not an official ex- 
amination and cannot be used in a legal 
proceeding either to take the company 
because of insolvency or for any other 
purpose, nor does it comply with our 
statutory requirements for periodic ex- 

















aminations of all companies. The super- 
intendent must examine his own com- 
panies and take responsibility for the 
results.” 

He pointed out, however, that in 
times of crisis or emergency or some 
unusual situation, such as that of the 
Modern Woodmen where the Illinois 
and Missouri departments disagree as 
to its solvency, there might be neces- 
sity for convention examination. He 
pledged cooperation of his state in any 
situation where the proper committee of 
the commissioners association consid- 
ers a convention examination necessary. 

The New York department, Mr. Pink 
stated, is in full accord with the pres- 
ent by-laws of the commissioners’ or- 

(CONTINUED ON LAST PAGE) 


Futz Will Help Promote 
the Pittsburgh Jubilee 


EIGHTY-FOUR, PA., Oct. 8.—Joe 
Futz, the wide-awake life underwriter of 
Eighty-Four, is exhibiting unusual inter- 
est in the plans: of the Pittsburgh Life 
Underwriters Association to celebrate 
their golden jubilee in a very fitting and 
elaborate way at the handsome William 
Penn Hotel on Dec. 7. Mr. Futz believes 
that this will serve to greatly advance 
the cause of life underwriting in western 
Pennsylvania, because it will tend to 
make policyholders and prospects realize 
the age and the stability of the institu- 
tion of life insurance. Joe believes that 
the smaller communities in western 
Pennsylvania, that are tributary to Pitts- 
burgh, should be represented in an offi- 
cial way at the jubilee and he has of- 
fered his services to Holgar Johnson to 
act as chairman of a western Pennsyl- 
vania, outside of Pittsburgh committee 
for the jubilee. 














Program of Joint 
Actuarial Meeting 


Institute and Society Devote 
One Session to Social 
Security 


SEVERAL TOPICS LISTED 


McCankie and Linton to Share Stage 
at Gathering in White Sul- 
phur Springs 


The program is announced for the 
joint meeting of the Actuarial Society 
of America and American Institute of 
Actuaries at White Sulphur Springs, 
Oct. 26-28. 

The first day the institute will have 
a session of its own in the morning 
and the society will meet in the after- 
noon. Joint sessions will be held Tues- 
day and Wednesday morning. 

R. C. McCankie of the Equitable Life 
of Iowa, head of the institute, will pre- 
side at the first joint meeting. M. A. 
Linton, president Provident Mutual 
Life, and president of the society, will 
preside at the second joint session. 

At the first joint session there will 
be discussion on mortality and disabil- 
ity experience. The following ques- 
tions are framed to stimulate discussion: 


Survey of Experience 


“What has been the mortality experi- 
ence during the current year; what 
trend, if any, is indicated? 

“What has been the disability ex- 
perience during the past two or three 
years in connection with active and dis- 
abled lives? What trend, if any, is in- 
dicated?” 

The second subject for informal dis- 
cussion is “interest return, investments 
and reserves.” a” 

“What is the present outlook as to the 
earned rate of interest? What are the 
implications of this outlook with special 
reference to: Premiums—non-participat- 
ing and participating; surrender values; 
settlement options; terms and limits of 
single premium policies, and annuity re- 
serves?” 

Dividends is the third topic. In con- 
nection with this topic, these questions 
are phrased: 

“In the construction of the 1937 divi- 
dend scale, will there be a tendency to 
return to the use of the contribution 
formula rather than to continue percent- 
age adjustments, or suspensions of nor- 
mal increases according to scale origi- 
nally adopted as temporary measures? 
In resuming the contribution method 
will it be appropriate to disregard the 
American Experience table and to treat 
the gross premium as though it had 
originally been calculated according to 
a table reflecting modern mortality ex- 
perience? 

“Is it theoretically essential that an- 

(CONTINUED ON LAST PAGE) 
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Some Observations On 
Non-Caneellable Forms 


By RICHARD A. CALKINS, Indianapolis 


Non-cancellable disability insurance 
faces an indictment that is groundless. 
It is traveling the same hard road that 
life insurance has traversed in the years 
that are now history. False witness will 
be borne by some of those who have 
other forms of insurance to sell. The 
evidence against non-can is of the manu- 
factured variety; and, although not ma- 
licious, much of it is the result of selfish, 
unsound exploitation, as we shall at- 
tempt to prove in this article. 


Taken for a Ride 
on American Roads 


This hapless form of insurance so 
necessary to all persons dependent upon 
earned incomes, originated in Scotland 
in 1885. The company which fostered 
its advent has equitably underwritten 
risks on this form of coverage for more 
than half a century. This fact alone 
disproves any argument that non-can 1S 
a leper. Like many other immigrants, 
non-cancellable insurance promptly was 
taken for a ride when it came to the 
shores of America. Recognizing the nat- 
ural appeal that this stranger possessed, 
many American companies went forward 
with the offering of all kinds of policies 
involving disability coverage, without 
much regard for the disability risk as- 
sumed, Competition was brisk. 

Led by the correct and instinctive 
conviction that non-cancellable disability 
coverage was personal insurance by na- 
ture and, therefore, a logical adjunct to 
life insurance, practically all life compa- 
nies developed the feature that became 
known as the total and permanent dis- 
ability provision. Moreover, they real- 
ized that the strong appeal of disability 
would enhance the salability of the life 
insurance policy. Three underwriting 
mistakes were made in the early stages. 
Risks were not classified as to occupa- 
tion to any appreciable degree. Pre- 
miums that proved to be totally inade- 
quate, were charged—possibly with the 
belief that the disability protection would 
be buried under the main issue, life in- 
surance. Doubtless, there also was a 
feeling that the divisible surplus could 
take care of even a fair-sized error of 
judgment. Last, but not least, many 
risks were granted the disability cover- 





age simply because they qualified for 
life insurance. American morbidity rec- 
ords had not been adequately developed, 
and every company was in the race for 
life insurance volume. To decline the 
disability risk almost invariably meant 
failure to deliver the life insurance. 


Disability Departments 
Operated at a Loss 


The mistakes, once made, were not 
slow in manifesting themselves. Dis- 
ability turned out to be something more 
than an effective bogey-man with which 
to scare wavering prospects into buying 
life insurance; it was real. The disa- 
bility departments of the life companies 
steadfastly ran at a loss. The extra 
premiums for disability coverage were 
increased repeatedly but this alone was 
no solution. Each premium increase 
tended to eliminate another portion of 
acceptable risks and thereby produce a 
larger percentage of marginal and less 
desirable risks who would pay almost 
any price. For a man, age 30, the an- 
nual cost of $100 monthly disability in- 
come and waiver of premium in con- 
nection with a non-participating $10,000 
life insurance policy, increased from 
$18.11 in 1918 to $43.50 in 1932. Since 
there is a considerable chance that the 
man might encounter permanent disa- 
bility and live his expectancy—35.3 years 
for even the “mine-run” risk of age 30 
—the $42,360 of disability income at risk 
seems a bit too much for a premium 
of $18.11 per year, especially since that 
premium included the waiver provision 
on the life insurance. Indeed, it was 
too much at risk. The British companies 
were charging approximately double this 
rate for a much less liberal coverage on 
non-cancellable policies. 


Too Liberal a Policy 
Was Followed 


But non-cancellable insurance had to 
wander across the continental divide to 
encounter its real “joy-ride.’ Broad- 
coverage policies with the unlimited life 
indemnity feature on both health and ac- 
cident coverage was offered at premiums 
as low as $20 a year per $100 of monthly 
indemnity for men in their early forties. 
Contracts providing as much as $2,000 





of indemnity per month were offered. 
Standards that were none too strict were 
applied in the selection of risks. In the 
earlier years no reserves were required 
for non-cancellable insurance. The ex- 
perience of British companies and their 
premium rates were disregarded. The 
“loss-leader” proved most popular with 
the public. But too many of the buyers 
failed to buy the other merchandise 
offered for sale—and the “leader” was 
priced too far below the ultimate cost. 


Old Policyholders 
Carried at a Loss 


At various times, other companies at- 
tempted non-cancellable health and ac- 
cident policies. Most of them stayed 
but a short time. The pace was killing. 
They wisely preferred to be “also-rans.” 
But several of them added a few varia- 
tions to the prolonged track-meet. One 
company offered a non-cancellable pol- 
icy which is guaranteed renewable for 
life. It is alleged that this company has 
more than 2,000 of these policies in 





force today. The executives of that com- 


pany were over-zealous in their 
attempt to protect 85-year-ol4 
against the loss of earned income 
they are probably more concerng 
the brittleness of the 85-year. 
bones that will materialize throyg 
years. The risk assumed here i 
out precedent; therefore, the t 
necessary are unknown. This 
cited merely to prove that some, 
‘“‘wall-eyed”” underwriting has hee 
in the non-can field in the past, 

There are three points to ovr g 
First, that non-cancellable disabjj, 
surance can not be condemned fy 
evidence of the nature indicated, S 
that this type of insurance shoy\s; 
the opportunity of building a goo} 
utation, as the cleared field now nee 
—an opportunity that did not, 
while non-can was being offered ; 
“loss-leader.” And third, that fy 
protection of their clients, life ingy; 
men must be given the facts ony 
to judge the good and the bad pre 
in the underwriting of life and diss 
insurance. 





Comments of J. 
Non-Can A. & 


M. Powell on 
H. Cover 





John M. Powell, president Loyal Pro- 
tective and Loyal Life, has written the 
following letter to Tue NATIONAL 
UNDERWRITER challenging some of the 
ideas regarding the writing of non-can- 
cellable accident and health insurance, 
set forth in a recent issue by Albert 
Hirst, New York City insurance attor- 
ney. Mr. Hirst scored the defeatist at- 
titude toward non-can following the 
Pacific Mutual debacle, and suggested 
two methods for writing the coverage 
safely. 

Mr. Powell’s letter follows: 

“The comments of Mr. Albert Hirst 
regarding non-cancellable disability in- 
surance as given in THe NATIONAL 
UNDERWRITER of Sept. 25 are indeed in- 
teresting. Although Mr. Hirst is to be 
congratulated on taking a constructive 
stand on this question at this time, some 
of his suggestions contain such distinct 
elements of danger that I believe they 
should not go unchallenged. 

“Mr. Hirst makes two suggestions for 
the writing of this form of insurance, 
both of which, however, are based on 
an increased premium. His first sug- 





gestion is to increase rates and to issue 


the policy with an assessment cz 
He points out that had it been posi 
for the Pacific Mutual to make as 
ments years ago when trouble wasi 
sighted, the change in rates woul 
have had to be so drastic as that wh 
has now taken place. The prat 
question is, however, when would 
assessments have been made, ani 
what basis would they have been ma 
Mr. Hirst states that the making od 
assessment is always unpleasant, 
that every effort would be mat 
avoid the need of it. Does it not fol 
that assessments would not have i 
made until necessity forced the is 
“Tn life insurance, at the end of ay 
losses are known and assessments tt! 
if necessary, be fixed accordingly. 1 
difficulty with assessment life insur 
was the fact that as the insured 
older, the death rate becomes so mi 
heavier that assessments, if prop 
made according to the actual haz 
become very difficult for the insure! 
meet and that, therefore, he may 
faced with the necessity of dropping 
coverage at the time he most needs 
(CONTINUED ON LAST PAGE) 





MUTUAL BENEFIT DIVIDES OHIO FIELD FOUR WAYS 





J. 8S. DREWRY, Cincinnati 


Mutual Benefit Life, which in the past 
has had but one general agency for 


W. H. BROWN, Columbus 


nati headquarters, has now named three 
other general agents in the state. The 


| 
| 
| 
| 


W. C, PRESTON, Akron 


trate in western Ohio. W. H. Brown 
becomes general agent at Columbus; 


Ohio, that of J. S. Drewry with Cincin- | Drewry organization will now concen-| W. C. Preston at Akron, and F. N. 


F. N. WINKLER, Cleveland 


Winkler at Cleveland, This — 
very strong production arrangt 
the state, affording greater coor 
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g Meeting On in 
Dallas Next Week 


Herican Life Convention Will 
Hold Forth in Annual 
Assemblage 


5, NOLLEN TO PRESIDE 


e of the Notable Features of the 
Program That Will Start 
on Monday 


All lanes will lead to Dallas, Tex., 
xt week for the 31st annual meeting 
the American Life Convention will 
held at the Baker Hotel. A number 
members will arrive Sunday to try 
ir skill at the Brook Hollow Golf 
b, where on Monday and Tuesday 
Were will be a golf tournament i 
Gharge of Henry Abels, vice-president 
anklin Life, who is chairman of the 
lf committee. Prizes will be awarded 
esday evening when there will be a 
bg dinner. The convention dinner 
nce will be held Wednesday evening 
the Dallas Country ‘Club. 
Meetings of Sections 


As usual, the Legal Section will start 
e ball rolling Monday morning with 
am B. Sebree, Midland Life of St. 
ouis, chairman, presiding. It will oc- 
bpy two days. 

The Financial Section will meet all 
py Tuesday with Harry V. Wade, 
nited Mutual Life of Indianapolis, 
airman, presiding. This has gotten 
D be one of the most interesting tea- 
bres of the week. 

The Industrial Section will meet 
hursday afternoon with J. F. Maine, 
ondon Life of Canada, chairman, pre- 
ding, 

The Legal Section luncheon is set for 
fonday with Frank Wozencraft of 
‘ew York City, general solicitor Radio 
orporation of America, presiding. He 
S a former chairman of the section. 
udge W. H. Atwell of the United 
district court at Dallas will 
peak. Attorney General McCraw who 
was scheduled as the luncheon speaker 
al not be present. 

The organization continues the group 
nsurance round table feature that it 
naugurated two years ago. This will 
be held Thursday evening in charge of 
Hmil E. Brill, vice-president General 
American Life, 


Big Meeting Starts Wednesday 


The convention proper starts Wednes- 
Hay with President G. S. Nollen of the 
Pankers Life of Iowa, head of the or- 
sanization, presiding. He will give his 
Address at the first session which will 
% one of the most important papers 
Presented to the convention. 

Thursday afternoon and evening have 
deen designated as “American Life 

EP rention Day” at the Texas Centen- 
oy While undoubtedly a number of 
Be mnembers and their friends will go 
ene Ssposition at that time, yet the 
me tial people will be busy in their 
a in the evening those inter- 
m in group insurance will meet. 
Here will be a general convention ses- 
9 thursday morning, 

‘OMowing the custom the Agenc 
Becton will hold forth Friday pwd 
alge A 4, Dern, vice-president 
ms oa ational Life, chairman, presid- 
ne afternoon session will be an 
Sai sg one when the business of the 
sociation will be transacted and of- 





Round Table Discussion 
on Social Security Law 








FRANCIS V. KEESLING, San Francisco 


One of the features at the meeting of 
the Legal Section of the American Life 
Convention next Tuesday afternoon at 
Dallas will be a round table discussion 
on the ramifications of the social se- 
curity law and state unemployment 
compensation laws as applied to life in- 
surance companies. The chairman will 
be Francis V. Keesling of San Fran- 
cisco, vice-president and general counsel 
of the West Coast Life, who, two years 
ago was president of the American Life 
Convention and retires this year as a 
director. 

D. B. Morgan, president of the North- 
ern Life, has been named chairman of a 
oe to study Seattle’s traffic situ- 





Social Security Compliance 
Procedure Now Developed 


DETAILS OF ADMINISTRATION 


E. J. McCormack of Federal Board 
Addresses Life Office Manage- 
ment Meeting 


The administrative procedure devel- 
oped for operating the social security 
act is proving to be not nearly as com- 
plicated or costly as was so widely pre- 
dicted, it was stated by E. J. McCor- 
mack of the Social Security Board, 
Washington, D. C., who outlined latest 
developments in compliance procedure 
before the annual conference of the Life 
Office Management Association at 
Washington, D. C. Mr. McCormack is 
special assistant to the director of the 
Bureau of Federal Old Age Benefits. 

Mr. McCormack was in the life in- 
surance business for many years before 
becoming connected with the Social Se- 
curity Board. 

System Is Efficient 


Despite the fact that the principal ob- 
jections to the present social security 
act were that its administration would 
be unwieldy, complicated and expen- 
sive, Mr. McCormack stated that the 
system as now worked out by the So- 
cial Security Board is efficient and eco- 
nomical. He expressed appreciation for 
the aid given by life companies in work- 
ing out details of the plan, saying that 
many of the methods employed by them 
in maintaining records for their vast 
field forces and policyholders have been 
adopted in principle by the board. Con- 
ferences were held with many life in- 
surance executives and exhaustive study 
was made for the development of the 
board’s field organization and assign- 

(CONTINUED ON PAGE 20) 








good.” 


of influence. 


Direct Mail is one of them, 


Independence Square 





ficers elected, 








The Ingredients 


Direct Mail policy histories show that Direct Mail business 
is staying business, provided it is done right. Successful users 
of Direct Mail strike a high average of accurate prospect 
diagnosis, and their sales therefore stick, a definite need having 
been covered. If names are listed regardless of their owners’ 
probable situations, average good results will not be had. And 
the Agent, disappointed and not realizing that his was the 
fault, may circulate the judgment that Direct Mail is “no 


Names that have the maximum prospect value. 
following of Home Office instructions. Covering specific needs, 
whether lump sum or income. 
These are the ingredients of Direct Mail profit. 
profit is both immediate and deferred, and is drawn also from 
prospects supplied by name—list buyers who become centers 


“There’s usually only one right way to do a thing,” is an 
old saying. And a true one about many things. Emphatically, 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Careful 


Use of organized sales talks. 
And that 


PHILADELPHIA 





Insurance Issue Is 
Kept to the Fore 


Frank Knox at Pittsburgh Ampli- 
fies His Famous Allentown 
Statement 


WORD TWISTED, HE SAYS 


Republican Vice-presidential Nominee 
Quotes Lester Schriver and National 
Fraternal Congress Resolution 


Life insurance, as a campaign issue, 
was kept alive by Frank Knox, Repub- 
lican nominee for vice-president, in his 
address at Pittsburgh. His remarks 
were widely heard because many people 
were tuned in that evening to hear 
Knox, then Roosevelt and Al Smith in 
succession, ; 

Previously at Allentown, Pa., he 
made a statement about no life insur- 
ance policy being secure and no savings 
deposit safe, which was seized upon by 
the opposition and made to appear as a 
reflection upon the financial standing of 
insurance companies and _ furnished 
reading matter that was very disturbing 
to the life insurance people. 

Charges Statement Distorted 


In the Pittsburgh talk, he charged 
that his statement about life insurance 
and savings deposits had been lifted 
from its context by the opposition and 
made to appear that he had charged 
that the insurance companies and sav- 
ing banks today were insolvent. In 
the Pittsburgh speech, he explained that 
he had no intention of reflecting on the 
current condition of financial institu- 
tions, but he intended to make the point 
that if inflation should result from ex- 
cessive government spending and an un- 
balanced budget that the dollars paid 
out by life insurance companies and 
savings banks would have little value. 

Mr. Knox found comfort in a state- 
ment made at Boston by President Les- 
ter Schriver of the National Association 
of Life Underwriters and in a resolu- 
tion adopted at the recent annual meet- 
ing of the National Fraternal Congress. 

“Since the administration stirred up 
this hornet’s nest,” Mr. Knox declared, 
“there has been a meeting of the Na- 
tional Association of Life Underwriters. 
Here is what the president of that asso- 
ciation publicly said: ‘The time has 
come when we must have a balanced 
budget if we are to avoid repudiation or 
inflation.’ 

“Only a month ago the National Fra- 
ternal ‘Congress adopted a resolution 
which I quote in part: ‘Whereas the fi- 
nancial policies of the federal govern- 
ment have so far depressed interest 
earning rates as to seriously impair a 
reasonable investment income necessary 
for the security of life insurance re- 
serves; therefore, be it resolved, that we 
declare ourselves opposed to continu- 
ation of policies which cannot fail to 
inflict hardship upon all life insurance 
organizations as such and on their in- 


>” 


dividual policyholders’. 





SCHRIVER’S VIEWS 





Lester O. Schriver of Peoria, IIl., 
immediate past president of the National 
Association of Life Underwriters, was 
queried by THE NATIONAL UNDERWRITER 
as to whether he was correctly quoted 
by Mr. Knox at Pittsburgh. 

“T heard this gentleman’s speech and 
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THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


Complete Substandard 
Service 


This Company was a pioneer in the substandard 
field. 


paired or engaged in hazardous occupations. It 


It issues policies on risks physically im- 


insures women, both married and single. 
This valuable feature is a part of every LNL 


man’s kit of tools. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Maintains 81 Branch Offices 





ITS NAME INDICATES ITS CHARACTER 

























Smith Approves 
Carpenter Plan 


Proposal for Rehabilitation of 
Pacific Mutual Called Sound 
and Workable 


HEARING SET FOR OCT. 19 


Utah Commissioner Represented the 
State Officials’ Body at Proceedings 
in Los Angeles 


Definite approval of the revised plan 
for rehabilitation of the Pacific Mutual 
Life, as submitted last week by Com- 
missioner Carpenter of California to 
Superior Judge Willis at Los Angeles, 
has been expressed by Commissioner 
Smith of Utah in his report as chairman 
of the special committee representing 
the National Association of Insurance 
Commissioners at the recent hearings. 
Mr. Smith was appointed by Director 


Palmer of Illinois, president of the asso- 
ciation, as a committee of one, he being 
the member of the national executive 
committee nearest the scene. 

Mr. Smith, in a report sent to each 
commissioner, stated that the “plan as 
submitted to the court by Commissioner 
Carpenter is sound and workable. It is 
my opinion that it is the best possible 
plan that could have been devised to 
equitably serve the interest of policy- 
holders as well as secondary interests. 
I feel very definitely that Commissioner 
Carpenter is to be congratulated on the 
task he has performed and that he 
should have the enthusiastic support of 
the commissioners. Although a reduc- 
tion in benefits is contemplated for 
holders of non-cancellable accident and 
health policies, I feel that the benefits 
provided are commensurate with the 
premium paid. Of paramount impor- 
tance, however, is that fact that holders 
of life and other policies are completely 
protected.” . 


Convention Examination Made 


Inasmuch as a convention examina- 
tion had recently been made of the Pa- 
cific Mutual by departments of several 
States, Mr. Smith represented the com- 
missioners organization not so much for 
the purpose of going into the findings 
but primarily in the interest of policy- 
holders of the company and the plan 
for rehabilitation. The revised proposal 
provides for the setting up of a new 
company to take over and _ reinsure 
assets and all outstanding policies of the 
old company. Details were presented 
in last week’s issue. 

Mr. Smith will continue to follow the 
matter and will be present at the hear- 
ing set by Judge Willis for Oct. 19, at 
which parties interested in the proposal 
will be heard. He will make a further 
report to the commissioners at that 
time. Plans are being made to devote 
an executive session to discussion of the 
situation at the commissioners’ meeting 
at Hot Springs, Ark., in December. 





STATUS OF “NON-CAN” 








NEW YORK, Oct. 8—Though most 
people feel that it would be unjust to 
dip into the Pacific Mutual’s life re- 
serves for the benefit of non-can pol- 
icyholders, there are comparatively few 
who see how this could be avoided if 
a sufficient number of non-can people 
want to put up a prolonged legal battle. 
If a trust company were to go bankrupt, 
the individual trust funds would not be 
subject to claims of general creditors, 
but life insurance reserve funds have no 









such status and could not have y 
their charters. ) 

What will protect the life reserye 
the Pacific Mutual policyholders a 
the preferred status of this resery, 
demands of justice as opposed t 
strict legal interpretation, or the ; 
that the life policyholders contrib 
the reserves while the non-can pg 





















holders not only contributed no; Annot 
but got more than they paid for, — 
What Gives Priority 
What will give the life policyhg 
and disabled non-can policyholders J OBJEC? 
ority over the unimpaired non-cay, 
sured is that an “unliquidated” ¢, 
takes second place to a “liquids, Plans of 
claim in a bankruptcy or receivers : 
proceeding. A liquidated claim js , in § 
which is actual and can be ascertyiy 
in a definite number of dollars ; 
cents. An unliquidated claim js , 
which may never be a claim at all, § Preside 
instance, a man whose insured hl 
burns down has a definite claim, { tional As 
the other hand, however, his hom this wee 
might never burn down, so his calm chairmen 
might always remain in the unliquida ing year 
or contingent class. ” , : 
The precedent for cases of this {i apes 
in insurance and the one on which yg conventic 
California courts would probably rey{m™ ably the 
they have no analagous case in th on the | 
ewn jurisdiction, is that of the Mz sags, I 
hattan Casualty, which was liquids —_, | 
some years ago. Judge Finch, noy gam Who 35 | 
the New York court of appeals, ygme tional a: 
attorney for the receiver. There mgm C- B.S 
not enough money to pay all the} and C. 
quidated claims. ag 
Wanted Share in Assets on each 
Some of those having surety bor ig, oi 
under which no claims had been i 1'Ne 
curred felt that they should have a stu oe New 
in the assets, and sued to obtain it, THe ° Agenc 
court held that since there was nox Page 
tual claim, but merely a contingency thd 0. Schr 
might never become actual, such cc Busin 
tingent claims should have no stand Aetna. | 
Of course, if there had been more tif necticut 
enough assets to satisfy all the liqui By-la 
ated claims, the unliquidated clini on Mu 
would have been next in order of pré Local 
erence. Mutual 
The claim of the life policyholders Hansen 
of course definite, namely, the rest Cons‘ 
under their life insurance policies 4 achuset 
provided in their contract. The clit Callaha 
of the disabled non-can policyholders Coop 
also definite. It is an obligation tog’ Lackey 
on paying the stated benefits so lay Coop 
as the policyholder remains alive «iM Ganse, 
totally disabled. If the unimpaired 0% ary che 
can policyholders have any surreni) chusett 
value or cash value in their non-can p Coop 
icies, they would have a claim for tu! Comm«e 
amount. However, none of the non-tf of Nev 
policies has any such provision. I Cred 
serves were built up but they were si of Nev 
subject to withdrawal by the pol qu 
holders. 
Life Institute Being Organizl 
TORONTO, Oct. 8.—In accord wile 
the decision reached at the annual my wore 
ing of the Insurance Institute of 1H pink” 
onto a few weeks ago, a Life Tnsurant | conver 
Institute of Canada is being formed 
take over the activities in the life brat » 
It is expected that branches will eM joing? 
tablished in Montreal, Winnipeg, We" White 
loo, Ont., and London, Ont., as wellé 
at Toronto. For this season, howe} 
efforts are being centered on about 10! ae 
meetings in Toronto, and on the ta gone 
fer of examination work to the "i 
body. The constitution is now bei e Con 
drafted. T. M. Sargent, North Ameri“) Alaba 
Life, Toronto, is secretary pro tem. oem 
—__—__— 4 «7 
Stephen Ireland on Coast plian 
£8) ] 


Stephen Ireland, vice-president ant 
perintendent of agencies of State "ie 
tual Life, is on a several weeks’ tp) Be | J. 


company offices on the west coast. Mr 4 ieee 
Ireland stopped briefly in Chicago be and | 
entraining for Seattle, He is spen’ ee 

several days each in Seattle, Portlan Co; 
San Francisco and Los Angeles. senti 
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Comment on the action restrainin 
Alabama from collecting 10 percent — 
employment insurance tax. Page 6 









and health insurance. 


Senting state officials’ organization, ap- 
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Patterson Names 
* Committee Heads 





New Chairmen and Vice-Chairmen 
Announced by National As- 
sociation Chief 





QBJECTIVES SET FORTH 


Plans of New Administration Outlined 
in Statement Sent to Local 
Associations 


President A. E. Patterson of the Na- 
tional Association of Life Underwriters 
this week announced the committee 
chairmen and vice-chairmen for the com- 
ing year, the latter position being a new 
departure this year. As chairman of the 
convention program committee, prob- 
ably the most important appointment 
on the list, he named O. Sam Cum- 
mings, Kansas City Life, Dallas, Tex., 
who is also vice-president of the Na- 
tional association. His associates are 
C. B. Stumes, Penn Mutual, Chicago, 
and C. D. Connell, Provident Mutual, 
New York. 

Other appointments, the first named 
on each committee being chairmen and 

_ the others, if any, vice-chairmen, are: 

Finance, Robert L. Jones, State Mu- 
tual, New York; W. M. Duff, Equitable 
of New York, Pittsburgh. ; 

Agency practices, T. M. Riehle, Equit- 
able of New York, New York City; L. 
' 0. Schriver, Aetna, Peoria, III. 

Business standards, M. L. Seltzer, 
Aetna, Des Moines; L. D. Fowler, Con- 
necticut Mutual, Cincinnati. 

By-laws, Ernest A. Crane, Northwest- 
ern Mutual, Indianapolis. 

Local associations, H. M. Solenberger, 
Mutual Benefit, Springfield, Ill.; R. S. 


' Hansen, Prudential, Toledo. 


Conservation, Phinehas Prouty, Mass- 


» achusetts Mutual, Los Angeles; J. D. 


Callahan, Metropolitan, St. Louis. 
Cooperation with attorneys, George E. 


; Lackey, Massachusetts Mutual, Detroit. 


Cooperation with trust officers, F. W. 
Ganse, John Hancock, Boston (honor- 


© ary chairman); Paul H. Conway, Massa- 


chusetts Mutual, Albany, chairman. 
Cooperation with U. S. Chamber of 
Commerce, J. S. Myrick, Mutual Life 
of New York, New York City. 
Credentials, P. B. Hobbs, Equitable 


) of New York, Chicago. 


Education: H. J. Johnson, Penn Mu- 
tual, Pittsburgh. 

Elections, John A. Witherspoon, Jr., 
Pacific Mutual Life, Nashville. 

International council, E. W. Owen, 
Sun Life of Canada, Detroit. 

Law and legislation, C. Vivian Ander- 
son, Provident Mutual, Cincinnati; T. M. 
Riehle. 

Membership, C. J. Zimmerman, Con- 
necticut General, Washington; Philip G. 
Young, Metropolitan, San Francisco. . 

National safety, H. A. Hedges, Equit- 
able of Iowa, Kansas City. 

Past National presidents, L. O. 
Schriver. 

Publications, Sidney Wertimer, Pru- 
dential, Buffalo. 

Publicity, F. B. Summers, New York 
Life, Boston. 

Resolutions, P. F. Clark, John Han- 
cock, Boston. 

State and regional associations, Carl- 
ton Stevens, Connecticut Mutual, Macon, 
Ga.; F. Wallace Darling, Bankers Life 
of Iowa, Cedar Rapids, Ia. 

Women underwriters, Helen Rockwell, 
National Life of Vermont, Cleveland; 
Sara Frances Jones, Equitable of New 
York, Chicago. 


Objectives of Patterson 


President Patterson is sending out 
a communication to presidents of local 
associations and national committeemen, 
which is in the nature of a statement of 
the objectives of the new administration. 

“Your new administration,” Mr. Pat- 
terson states, “is rapidly taking form. 
From every part of the country our 
great membership is offering to do its 
share. The enthusiasm displayed is 
most gratifying to your new officers and 
trustees. 

“We ask that you never hesitate, dur- 
ing the coming year, to send us sug- 
gestions and constructive criticisms. 
_ will be most welcome and help- 
ul. 

General Policy 


“In keeping with the objectives of 
the National association, the general 
policy of the present administration may 
be summed up as follows: 

“1. To use the facilities of our organ- 
ization and the entire life insurance fra- 
ternity to disseminate authoritative in- 
formation concerning the nature and 





benefits of legal reserve life insurance. 
Particular emphasis will be placed upon 
the distribution of such facts, including 
the aggressive promotion of Life Insur- 
ance Week, to which such splendid lea- 
dership has been given by the Associa- 
tion of Life Agency Officers. 

“2. To make every effort during the 
next 12 months to expand the sources 
of independent favorable comment on 
life insurance through individuals and 
organizations outside the life insurance 
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THE WEEK IN INSURANCE 








Strong opposition to convention exam- 
inations expressed by Superintendent 
Pink of New York at the big casualty 
convention at White Sulphur Springs. 

Page 1 
* * * 


Topics for discussion are given for 
joint meeting of actuarial bodies at 
White Sulphur Springs, Oct. 26-28, 

Page 1 
* * * ba 


Many luminaries will attend the an- 
nual dinner of the New York insurance 


* *K * 

E. J. McCormack of the Soci i 

: al Securit 
Board tells latest developments in poked 
ve Bary procedure at annual conference 
ife Office Management Association. 
ae ees Page 3 

+ tke Powell, president Loyal Life a 
Loyal Protective of Boston, present oa 
WS regarding non-cancellable accident 


Page 2 
* * * 


Commissioner Smith 





of Utah, repre- 


proves rehabilitation plan for Pacific Mu- 
tual. Page4 
* * * 


Much interest in the annual meeting 
of the American Life Convention in 
Dallas next week. Page 3 

* * x 

Frank Knox, in Pittsburgh address, 

keeps life insurance to the fore as one 


of the big campaign issues. Page 3 
* *K * 
G. A. Hardwick, president, and all 


other officers are re-elected at annual 

meeting of Life Office Management As- 

sociation at Washington, which was at- 

tended by 300. Page 9 
* * 


Federal tax on undistributed profits 
is found to have a stimulating effect on 
sale of salary savings insurance where 
employer contributes to the cost. 

Page 8 
* * * 


. Insurance taxation legislation increas- 

ing, says Secretary F. R. Jones of Inter- 

national Association of Casualty & Surety 

Underwriters at White Sulphur Springs 

convention, i Page 6 
* * 


Richard A. Calkins of Indianapolis, dis- 
ability insurance specialist, makes some 





observations on on-cancellable forms. 
Page 2 
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© SIMPLE, “BRASS-TACK” FACTS, 
like the one stated above, are the strongest 
selling weapons life insurance possesses. 
Fundamental, striking at the very heart of a 
family man’s problem, they gain rather 
than lose strength by their tragic obvious- 
ness. 





The dramatic headline and pictures 
shown here lead off Union Central’s na- 
tional magazine ad for October. They’ll 
jolt many a fine prospect into wondering 
how /zs family’s continuing bills could be 
paid if he died . . . will build a strong 
favorable interest for Union Central field 
men who follow up with Multiple Protec- 
tion, the plan that solves families’ money- 
every-month problem for twenty long 


years. 
The 
UNION CENTRAL LIFE 


Insurance Com PANY. CINCINNATI, OHIO 
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6 THE NATIONAL UNDERWRITER 
Job Insurance Ruling Does as far as the United States Supreme Increasing Trend Toward gress, 84 related to taxation. Qf the 
Court it would have significance for the 12 in eight jurisdictions, related to ot 
mium taxes and 22, in 12 jurisdi X 


Not Affect Life Companies entire country. However the New Insurance Taxation Bills 
eo York unemployment reserve act will 

probably be the first of the various 
ALABAMA RESTRAINING ORDER | state acts to reach the United States| SOCIAL SECURITY ALSO UP 
Supreme Court. This act was upheld by 
; 4 the New York court of appeals, the 
Federal Judge Bars Collection of 1 Fer- | state’s highest tribunal, by a five to two| F. Robertson Jones Reviews Legislative 

















. vote April 15, of this year. It is ex- ; * 
Suh Toe See Wnenyiey pected that the New York measure will Year at hasautaigna of Casualty Men 
ment Cover reach the United States Supreme Court in White Sulphur 
within a year. 
NEW YORK, Oct. 8.—The granting iengue Delay foe Wetent Act There is a definite trend toward 
of an injunction by Federal Judge Ken- It will be considerably longer before } legislation increasing insurance taxes, 


namer restraining the state of Alabama| the federal social security act cover-| according to F. Robertson Jones, secre- 
from collecting the 1 percent payroll tax | ing old age pensions, etc. will get a final | tary International Association of Casu- 
to finance unemployment insurance is of | hearing, since no legal action can be | alty & Surety Underwriters, who re- 
only academic interest to insurance peo-| taken until the tax is due the federal | viewed the legislative year in his report 
ple, except as unemployment insurance | government. This does not occur until | before the joint meeting of that organi- 
would affect home office and branch] Jan. 1, 1937. It is reported that an at-| zation with the National Association of 
employes in that state. Alabama is one | tempt has already been made to test the | Casualty & Surety Agents at White Sul- 
of the states which has held that insur- | federal act, but not much attention is | phur Springs. 

ance agents are not employes within the | being paid to this effort, since it is be- States are constantly searching for 
meaning of the unemployment compen- | lieved necessary to have an actual at-| new sources of income, Mr. Jones de- 
sation act. It has gone farther than the | tempt at collecting the tax before any | clared, and there has been a big increase 
other states, for in revising its law to | worthwhile decision can be sought. this year in bills advocating higher in- 
cover the situation, it exempted not Se surance taxes. Very often new measures 
only agents who are compensated on a the Bacltebin Uiteot Now Tack tated have been tied in with various un- 
commission basis, but also exempted in- | Los Angeles following his attendance at | employment insurance | compensation 
dustrial agents who are paid to a con- | the American Bankers Association’s con- | schemes. Of the 649 important and 





+1 H vention. He was a guest at the lunch- ; : . : ; 
siderable extent by salaries. _ eon-meeting of the Life Insurance Man. | 0Jectionable insurance bills introduced 
If the Alabama case were likely to go | agers Association. this year, both in states and in Con- 








WE SAID 
OLD POLICYHOLDERS 


in this company write our best testimonials when 
they buy their new policies from us. Such satisfied 
clients account for over 50% of the new. business 
during March in five of our agencies. 


NOW WE SAY 


10 of our agencies received over 50% of their business during August from 
old policyholders. We offer these helps to our Field Force: 





1. A Liberal General Agency Contract. 


2. Financing Plan for Agency with Accounting Methods that Guide you 
Successfully. 


3. A Detailed Plan for Finding . . . Training . . . Financing Men. 
4. A Unique Supervisory System. 

5. Tested Sales Helps and Organized Selling Plan. 

6 


: * Policy for Every Purpose . . . Juvenile, Women, Group, Wholesale, 
. 


7. A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office . . . Not too big to KNOW YOU. Yet 
Big Enough to Command Respect Everywhere! 


Our booklet ‘‘FACTS’’ 
will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Past and 
Be 





; Ctions 
to income taxes. Four bills Proposs 


increases in premium tax rate; eich 
were new income tax levies, ang), 
would have increased existing incon, 
taxes. However, no bills either jn Z 
ing new or increasing present Preminy 
taxes were passed. Enacted legislatip, 
includes a Louisiana law invoking a te, 
method of tax computation and a Man, 
land law providing for capital stock ta 
on domestic and foreign corporation: 
from which, however, insurance comp, 
nies are exempt. 


Social Security Bills 

















MANY | 








Increased interest has ‘been shown jy Lincoln, \ 
the social security question, with ry and | 
bills being introduced in 24 states deg. 
















ing with either unemployment compe. t 
sation insurance or old age assistang 

laws, while 32 laws were enacted affect. 
ing social security in some way. }; NEW 
Sept. 1, Mr. Jones stated, 38 states ai[M vith a cu 


the District of Columbia and Hayaj 
had their programs for assistance ty 
needy aged approved by the Social &. 
curity Board, while 14 states had thei 
plans for unemployment_ compensation 
including that for the District of (Cp. 
lumbia, approved by the board. Mor 


observed 
attorneys, 
of the Ne 
present, a 
gether dit 


than $50,000,000 has been allotted je ‘nm scat 
states by the federal government a J interestin 
their share in carrying out these pro now hold 
grams. In most states laws _ enactej 

} : or relate 
were for the purpose of conforming with 
the requirements of the federal socid jm small pat 


security act. pedge wit 
Mr. Jones predicted renewed and in. fe such con 
tensive legislative treatment on thisqe tendents 
subject next year when 44 state legis. je president 
latures will convene in regular session, /iPS) cha 
Bills dealing with agents totalled 17 inf mty; 
seven states. Chiefly, they dealt with National 
licensing, examinations, commissions, o; je Underwt 
regulation of brokers and __ solicitors J Supreme 
Bills passed in Illinois, New York jm lading 


Rhode Island and Virginia. § Stoddarc 
» the Sure 


New Codes Proposed ‘in this c 


Mr. Jones stated insurance codes re. 
ceived their share of legislative attention, 
with a law being enacted in Louisian B Other 
authorizing the secretary of state t — clude: L 
prepare a new code; the Virginia com jp "polita 
mission to revise the insurance law jp Presider 
being continued as constituted; an at je tor of | 


tempt to pass'a new Missouri code, & Gordon, 
which was enjoined by court order, ani C. E. 

a revision of insurance laws, for intro mB Su"ety_ 
duction at the coming legislative session, = bs 


being prepared by the New York insur & ‘ 
ance department. group, 

Edward C. Stone, U. S. general man & Peg 
ager of the Employers’ group, who is North . 


president of the International Associa- 4 Excise 
tion of Casualty & Surety Underwriters, & oo 
urged all insurance companies to con- & pit ' 


centrate more on education of their & 
policyholders, emphasizing that wha & —— 
benefits companies will benefit policy- & NX _ 
holders and vice versa. He declared B “CV 
that with 60,000,000 policyholders in this HB COuns¢ 


country, the principal factor in improv- B "4": P! 
ing public relations is in improving the & pid | 
service that companies render. Rather “cart 
than “point with pride” to large cc 
figures showing assets, or extolling : rac 
amounts and types of investments, Mr. Vesli ; 
Stone suggested concentrating on qual- “EEG 
ity and extent of service to impress the & i 
policyholder with the importance of the Sruan 
business, thereby insuring his interest Union 


in matters detrimental to companies. & a 
Policyholders, he said, should be told of Shc 


the threat to the business due to increas- a 
ing taxation, hampering regulations, etc. Sup 


The respect and confidence of policy- White 
holders, he declared, can only be re 


tained by constantly endeavoring to be — 
of greater service to them. | Unde 
Se the ¢ 

Texas Mutual Men Meet | comp 
The Texas Association of Mutual Life secre 


Insurance Officials held a semi-annua 
meeting in Dallas. President J. L. Dick- 
enson said better business conditions — Th 





were reflecting in company operations. eee 
Texas mutual life companies paid out CC 
more than $1,500,000 in claims last year; vice- 
he said. A round table discussion © 















mutual problems featured the session. 
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' manager 


' New 
' counsel Continental Casualty; R. Bren- 
' nan, president Bond & Mortgage Guar- 
| anty; T. F. Cunneen, manager insurance 
department U. S. Chamber of Com- 
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Annual Dinner of 
N. Y. Department 





past and Present Officials Will 
Be Feted at Informal 
Gathering 





MANY LUMINARIES LISTED 





Lincoln, Van Schaick, Phillips, Beha, 
and Others Are Among Dis- 
tinguished Graduates 


NEW YORK, Oct. 8—In keeping 
with a custom inaugurated in 1925 and 
observed each year thereafter, officials, 
attorneys, actuaries and divisional heads 
of the New York department, past and 
‘present, are holding an informal get-to- 
gether dinner here this evening. 

In scanning the list of eligibles, it is 
interesting to note the number of men 
now holding high posts in the insurance 
‘or related businesses that gained no 

small part of their underwriting knowl- 
sedge with the department. Notable in 

‘such connection are: Former Superin- 
stendents G. S. Van Schaick, now vice- 
| president New York Life; Jesse S. Phil- 
‘lips, chairman Great American Indem- 

nity; J. Beha, general manager 

National Bureau of Casualty & Surety 

Underwriters; Albert Conway, a state 
| supreme court judge; W. H. Hotchkiss, 

leading insurance attorney; and F. L. 
Stoddard, attorney and_ arbitrator for 
' the Surety Acquisition Cost Conference 

in this city. 





Other Luminaries Given 


Other early department attaches in- 

' clude: Leroy A. Lincoln, president Met- 
_ ropolitan Life; Alfred Hurrell, vice- 
president Prudential; J. J. Hoey, collec- 

' tor of the Port of New York; Daniel 
' Gordon, secretary New York Board; 
| C. E. Heath, vice-president Standard 
' Surety & Casualty; R. N. Rose, presi- 
_ dent Excess of Newark; A. N. Butler, 
| vice-president Corroon & Reynolds 
' group; C. P. Butler, assistant to general 
/m New York department of 
| North America; Max Jameson, manager 
| Excise Bonding Bureau; C. G. Smith, 


' manager New York State Insurance 


Fund; J. L. Train, president Utica Mu- 


) tual; H. J. Drake, counsel Association 


of Casualty & Surety Executives. 
Others are Prof. S. B. Ackerman, 
York University; Joseph Bill, 


merce; F. C. Dunham, general counsel 
Metropolitan Life; W. W. Green, vice- 


' president General Reinsurance; William 


Leslie and Albert Whitney, associate 
general managers National Bureau; 
sxeorge Merigold, general attorney 
Prudential; Morris Pike, vice-president 
Union Labor Life; Leon S. Senior, 
general manager, and A. E. Smith, 
assistant manager Compensation Insur- 
ance Rating Board of New York. 
Superintendent Pink is expected from 
White Sulphur Springs, where he ad- 
dressed the convention of the Interna- 
tional Association of Casualty & Surety 
Underwriters, in ample season to attend 
the dinner, J. L. Wood, head of the 
complaint division of the department, is 
secretary of the dinner committee. 


Wolfe Heads Leaders 


The San Antonio, Tex., Leaders 
Round Table has been organized with 
C. C. Wolfe, president; H. L. Bridgman, 
vice-president, and Alex H. Pegues, 
s€cretary-treasurer. An advertising cam- 
Paign is planned. 








Social Security Official 
Has Served in Life Field 

































McCORMACK 


EDWARD J. 


Edward J. McCormack, special assist- 
ant to the director of the Bureau of Fed- 
eral Old Age Benefits, Washington, D. 
C., who addressed the annual confer- 
ence of the Life Office Management As- 
sociation in that city, was in life in- 
surance for many years prior to his con- 
nection with the Social Security Board. 
His most recent position was that of 
home office genera! agent of the Com- 
monwealth Life at Louisville, Ky., and 
he was also at one time general agent 
for the Minnesota Mutual Life at Mem- 
phis, Tenn. In addition to his field ex- 
perience, he served at one time in the 
home office agency department of the 
Columbian Mutual Life at Memphis. In 
his talk, Mr. McCormack outlined latest 
developments in social security compli- 
ance procedure, he having served as 
chairman of the committee which de- 
veloped detaiis of the field organization 
of the board. 





Withdraws “Non-Can” Forms 


The Great Northern Life has with- 
drawn from sale its non-cancellable in- 
come policies. In connection with this 
action President H. G. Royer says: “We 
believe that the rates that are being 
charged on these policies are inade- 
quate and not knowing at this time 
what the adequate premiums would be, 
we have concluded definitely to with- 
draw the policies.” 

While the Great Northern included 
these forms in its policy kit a number 
of years ago, when the “non-can” idea 
was especiaily popular, it has never 
pushed those policies. Its premium in- 
come in 1935 on “non-can” forms was 
$6,379 with losses $1,500. 





Probe Racket in Arkansas 


LITTLE ROCK, ARK., Oct. 8— 
Following complaints received by the 
insurance department, the activities of 
Joe Cook and Carl Schneider, alias 
Charles Block and Max Baer, will be 
investigated by the department. Com- 
missioner Gentry stated that numerous 
complaints from various cities have 
been received against these two agents, 
charging them with practicing an insur- 
ance racket. It is said they solicited in- 
surance for a Minneapolis company not 
licensed in Arkansas and failed to de- 
liver policies, 


Chicago Lawyers Club Meeting 


K. Raymond Clark will be the speaker 
before the Chicago Life Insurance Law- 
yers Club next Tuesday evening. A 
story will be related by Homer Cooper 
and J. F. Dammann will give a review 
of current decisions. 

















The State House at Concord 


—where thoughtful safeguards have been 
thrown around the interests of policyholders 
in New Hampshire’s only life insurance com- 
pany—the United Life—by the requirement 
that securities to cover the reserve on each 
and every policy be deposited with the Insur- 
ance Department, 


that even a limited amount of money can be stretched to 
meet the average situation. The problem of every man is 
to get all he can for the money he can invest in Life Insurance. 
If he is in business or engaged in one of the professions, the 
United Life has for him a Preferred Risk Contract. The United 


Life has reorganized the special character of the preferred risk. 


Tita United Life has arranged its various policy forms so 





A special problem of the average man is to continue his in- 
come to his family. It does not satisfy this purpose for him to 
leave them a few thousands of miscellaneous life insurance. The 
average family is not accustomed to manage large sums of money. 


One of the most valuable contributions of the United Life 
has been its Salary Insurance and Income Indemnity plans, 
whereby a man may be sure that his family will get their United 
Life insurance in the form that it will do them the most good— 
as income, 





For the business man whose responsibilities are greatest dur- 
ing his productive years, the United Life has a Life Expectancy 
policy, of extremely low cost which protects him during his earn- 
ing years. The United Life builds its Policies to meet the needs 
of its policyholders. 


A United Life plan is available to start children on an in- 
surance program in the same manner as their parents. Children’s 
Endowment and Educational policies which provide a program of 
saving for parents in preparation for responsibilities in later years, 
are also part of the United Life portfolio of specially designed 
plans to meet the needs of policyholders. 





In addition to the protection of Life Insurance at low cost, 
the United Life will add an accident disability benefit to the 
majority of its contracts, thus providing added protection of a 
regular income should its policyholders become disabled by a 
bodily injury accidently received. The United Life offers com- 
plete protection, thoughtfully geared to the needs of all classes 
of prospects. 


Let Us Send You a New Booklet 
“THE UNITED LIFE WAY” 


THE UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


CONCORD : : NEW HAMPSHIRE 


—Expanding Now in Ohio, Pennsylvania, New 
England, Michigan, North and South Carolina— 


(For Information, write Agency Department) 
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Many New Audiences Hear 
Grant Taggart’s Message 





Grant Taggart of Cowley, Wyo., ace 
producer of the California-Western 
States Life, and who during the first 
nine months of this year has written 210 
cases for over $900,000 in paid for busi- 
ness, outlined his business getting ideas 
at the monthly luncheon of the Chicago 
Association of Life Underwriters. Mr. 
Taggart is widely recognized as one of 
the outstanding personal producers of 
the country, especially as regards the 
number of policies written each year. 
He spoke on “Doing Big Business in 
Small Policies.” 


Making Strenuous Tour 


He has been working his way home 
strenuously from the annual meeting of 
the National Association of Life Under- 
writers. Ever since leaving Boston, he 
has been making one day stands, ad- 
dressing meetings of local associations, 
sales congresses, etc., giving his stirring 
message on how he contrives to write 
so many applications in a sparsely set- 
tled territory. He has appeared at meet- 
ings in Washington, Syracuse, Roches- 
ter, Buffalo, Erie, Indianapolis, Milwau- 
kee, Des Moines, Chicago, Cincinnati 





and coinpletes the circuit at Peoria, IIl., 
Friday of this week when he addresses 
the sales congress of the Illinois Life 
Underwriters Association. 

More than 400 turned out to hear Mr. 
Taggart. Prior to his address, there 
was a humorous sketch staged by Ar- 
vid T. Anderson, personnel director of 
the south side branch of the Travelers, 
and W. K. Lasher, credit manager 
American Correspondence School. Presi- 
dent Frederick Bruchholz presided. 


Many Activities Ahead 


It was announced there would be a 
meeting of the supervisors group Oct. 
15 and that the women’s division would 
present a program Oct. 16. Announce- 
ment was made that the Travelers has 
prepared for the business getting clinic 
Oct. 20, and that the annual get ac- 
quainted dinner of the C. L. U. will be 
held Oct. 22. Life insurance courses 
at Northwestern University will begin 
Oct. 27, the first course running until 
June and a. second course will com- 
mence Jan. 4. A. J. Johannsen, North- 
western Mutual, will serve this year as 
chairman of the community fund, and 
for the first time there will be a separate 
life insurance division of the commu- 
nity fund. Heretofore the activities of 
life insurance men have been combined 
with those of fire and casualty. 
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Sales of the Minute Man policy are steadily increasing 


OLUMBIAN NaTIONAL 
LIFE INSURANCE COMPANY 


A NEW ENGLAND INSTITUTION 





SEPTEMBER 


BIG—as to protection 


Tax Aids Salary 
Deduction Sales 


Undistributed-Profits Levy Caus- 
ing Heavy Employer Contribu- 
tions to Insurance Plans 


ONE MAY REACH $35,000 


Buyer Estimates U. S. Chips in 54c 
for Each 46c He 
Puts Up 


NEW YORK, Oct. 8.—The federal 
tax on undistributed profits is having a 
very stimulating effect on the sale of 
salary savings insurance, particularly in 
the comparatively recent development 
whereby the employer pays a share of 
the cost. Salary savings plans under 
which the employer pays a share of the 
cost have been on the increase for the 
last year and a half, but since the profits 
tax has made itself felt, some amazingly 


large sums have been contributed by 
employers, with the employe contribut- 
ing only about 25 percent and in some 
cases as little as 10 percent. 

One employer estimated that because 
of the particular tax bracket in which 
his firm found itself, for every dollar 
contributed toward a salary savings plan 
for its employes, the firm would pay 46 
cents while the government would be 
paying 54 cents. 

“Any time the government will match 
everything that we pay, I’m for it,” he 
stated. 


Big Cases Already Installed 


Cases involving employer participation 
to the extent of $15,000 or $20,000 a year 
have already been installed and one for 
$35,000 a year, the largest known ex- 
ample, is all set to go through, the only 
hitch being the doubtful insurability of 
one of the key men in the business, 

The obvious question+in regard to any 
of these plans involving heavy contribu- 
tions by the employer is, why not pay 
the same money in extra salaries and 
wages? The answer is that the salary 
savings plan furnishes a strong incentive 
to the employe to continue with that 
particular firm, it makes him more con- 
tented by providing a substantial amount 
of life insurance, and, particularly be- 
cause of the first feature it can be more 
easily justified to the stockholders than 
an out-and-out increase in compensation. 

Some firms which are interested in 
such a plan have also thought it would 
be possible to have coverage as business 
insurance, but of course they cannot 
avoid the undistributed profits tax if the 
insurance is made payable to the cor- 
poration. This angle, however, is not a 
serious bar to the sale of salary savings 
insurance. 


Cincinnati C. L. U. Program 


Tax, economic, and investment prob- 
lems and the social security act will be 
discussed by various speakers before the 
Cincinnati chapter C. L. U. at the fall 
and winter monthly meetings, according 
to W. T. Earls, New England Mutual, 
program committee chairman. J. D 
Cloud, CPA, will speak on the “1936 
Revenue Act” Oct. 15; Nov. 18, R. P. 
Thierbach, assistant director of agencies 
Northwestern Mutual, “Personal Effi- 
ciency”; Dec. 10, C. M. Jacobs, attorney, 
“Tax Savings Suggestion”; January, H. 
L. Greer, assistant vice-president Fifth 
Third Union Trust Co., “Investments”; 
February, Col. H. M. Waite, deputy ad- 
ministrator of public works, “Social Se- 
curity Act”; March, W. H. Anderson, 
trust officer Central Trust Co., “Trust 














Companies and Life Insurance”; April, 
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BERTRAM BROWNOLD E president 
Bertram Brownold, author of a ney elected 

book shortly to be published by Tuff yice-pres 

NATIONAL UNDERWRITER, is one of thI grt vic 

successful personal producers in the big i assistant 

Abraham Rosenstein agency of Equi da ani 

able Life of New York in New York i Buon 

The book “The Heart Decides,” se Or" 

probably the most complete treatment { '™ Mg 

of the interesting subject of emotion & Des Mc 

motivation” that has yet been write, |B tary AC 

In this book, chiefly in a study of pro. Me 

grams, Mr. Brownold finds in the emo : 

tional appeal the real “golden key to Open 

life insurance selling” The book tel educati 

why human interest stories are better cational 

than logic; how to tell such stories, and ing off 

by dozens of examples illustrates the opportu 

use of emotional motivation in answer- come fi 

ing objections and selling programs. develop 
Expert on Telephone Canvass sions 

: papers 

Although he has been in the busines B ageme1 


only since 1928 he has been a club men- C. | 
ber each year with an annual production 















ty 0 
of approximately a half million dollars, bi 
He started the business on “cold can confer 
vass” and after trying various other dent _ 
methods decided that the telephone car- gomer: 
vass is one of the best and he has be- liverin 
come a recognized authority on this were | 
specialty. He is the author of “How persor 
to Use the Telephone in Selling.” R. WV 

Mr. Rosenstein, his manager, speaks Life; 
of Mr. Brownold enthusiastically. He ble Li 
says: “Mr. Brownold is a hard worker dent — 
and arranges his time efficiently. He has 
a likeable personality and has no difi- 
culty in ‘selling himself’ to his clien- Wh 
tele. In fact it has been said of him was s 
that ‘while he does not sell his friends the d 
he makes a friend everytime he sells.’ nities 

His work originally was exclusively cuss 
cold canvass, but as his list of policy- thing 
holders grew and as the number of his Thes 
friends increased, he did less cold work the ; 
and more contact and endless-chain— tour 
though he still does a good deal of cold enter 
canvass. He has the ability to sell and gress 
resell the same man a number of times, lowi1 
as the man’s responsibilities and income Mrs. 
grow. His average size case today 1 TI 
nearly twice what it was when he ber | 
started in. He reads a great deal and exhil 
keeps a record of what he reads. _ 

the 

; trati 

Prof. H. B. Whaling, University 0 pre 
Cincinnati, “Modern Economic Trends’: serv 
May, general seminar, and June, picnic. spec 
The November meeting, at which Mr. A 
Thierbach will speak, is a joint session insu 
with the Cincinnati general agents and and 
managers. whi 
poll 

J. H. Baker, superintendent of Utica Mr. 
district No. 2 for the Prudential, died at “ 
his home following a brief illness. He are 
was 58 years of age. He had been with the 
the Prudential since 1905 and had been [| . 
superintendent since 1925. wil 
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of Office Setup 


Life Office Management Associa- 
tion Holds Annual Meeting 
in Washington 

















‘REELECT ALL OFFICERS 


Some 300 Members Gather to Hear 
' About the Esoteric Processes of 
Keeping Track of the Business 
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WASHINGTON, Oct. 8.—With an 
i attendance of more than 300, the Life 
' Ofice Management Association met 
here for its annual conference for con- 
i sideration of the latest developments in 
' management methods and machinery. 
All officers were asked to serve for 
- another year, Gordon A. Hardwick, vice- 
| president Penn Mutual Life, being re- 
elected president; Richard Boissard, 
_ vice-president National Guardian Life, 
first vice-president, and R. A. Taylor, 


| assistant comptroller Sun Life of Can- 
' ada, second vice-president. 


Two new 
directors were appointed, D. N. War- 
ters, assistant actuary of Bankers Life, 
Des Moines, and S. E. Mooers, secre- 


' tary Acacia Mutual. 


Montgomery Gives Greetings 


Opening with the LOMA Institute 
educational seminar, devoted to the edu- 
cationai activities of the institute, giv- 
ing officers of member companies an 
opportunity to exchange ideas and be- 
come familiar with institute activities as 
developed by other companies, the ses- 
sions were crowded with interesting 
papers on various aspects of office man- 
agement and were heavily attended. 

C. K. Blackburn, educational secre- 
tary of the institute, presided over the 
seminar and the initial session of the 
conference was called to order by Presi- 
dent Hardwick, with William Mont- 
gomery, president Acacia Mutual, de- 
livering the. address. Other sessions 
were presided over by W. J. Harper, 
personnel officer of Metropolitan Life; 
R. Wells Leib, statistician Franklin 
Life; Gilbert A. Clark, actuary Equita- 
ble Life, and W. D. Owens, vice-presi- 
dent Lamar Life. 


Entertainment Features 


While the purpose of the convention 
was serious, provision was made to give 
the delegates and their ladies opportu- 
nities to become better acquainted, dis- 
cuss matters informally and see some- 
thing of the capital and its environs. 
These purposes were accomplished at 
the annual banquet and a sight-seeing 
tour the next day, while the ladies were 
entertained at a luncheon at the Con- 
gressional Country Club and the fol- 
lowing day at a luncheon tendered by 
Mrs. William Montgomery. 

The meeting was featured by a num- 
ber of interesting addresses and by the 
exhibit of office machinery and equip- 
ment which the association sponsors on 
the ground that the effective adminis- 
tration of a life insurance office com- 
prehends the utilization of material and 
services furnished by a great variety of 
specialized agencies and organizations. 
_ A message of assurance that “the life 
Msurance business is as sound as a rock, 
and its future is assured regardless of 
which political party is successful at the 
polls in November” was delivered by 
Mr. Montgomery. 

“The leaders of both political parties 
are pledged to programs under which 
the life insurance companies can and 
Will continue to serve in increasing 








Golf Chairman 








HENRY ABELS, Springfield, Il. 


Henry Abels, vice-president of the 
Franklin Life of Springfield, Il., is the 
perennial chairman of the golf tourna- 
ment which is played during the annual 
meeting of the American Life Conven- 
tion. He will hold forth in full apparel 
at Dallas next Monday and Tuesday. 
Mr. Abels is a crack golfer himself. 








measure the people of the United 
States,’ Mr. Montgomery declared. 

“There is every sound reason to be- 
lieve that not only is the safety of life 
insurance fully assured, but its further 
growth and broader development is a 
certainty during the next four years.” 

A plan for encouraging employes to 
make suggestions for the improvement 
of methods of operation was outlined 
by David Bradley, supervisor Pruden- 
tial, who said in his organization the 
plan has proved successful because the 
employes know the executive officers 
are interested. Adopted suggestions are 
reviewed quarterly and cash awards are 
granted when merited. 

A paper on premium accounting, de- 
scribing the unique plan in operation in 
the Phoenix Mutual Life, was read by 
D. N. Clark, comptroller of that com- 
pany. 

Card Accounting System 


Using the card accounting system, 
which it thoroughly revised in 1928, the 
company places emphasis on standard- 
ization and control of all punched card 
activities, he said. Billing has been 
placed on a machine basis involving syn- 
chronous plates (for alphabetical data) 
with punched cards (for numerical 
data), a method first developed for use 
by public utilities companies. 

“The benefits derived from the new 
premium accounting plan indicate not 
only salary savings but also gains 
through the elimination of errors under 
the control methods,” Mr. Clark pointed 
out. “The reorganization of the account- 
ing department activities accomplished 
further benefits to the company in 
making possible prompt and complete 
financial reports and statistics for man- 
agement purposes. Scheduling of opera- 
tions, avoidance of peak loads, training 
of employes, use of production records 
and adequate supervision were effective 
tools in perfecting the present premium 
accounting plan.” 

Methods of handling payroll deduc- 
tion insurance accounts by the use of 
punched cards were also explained by 
W. H. Hagerman, comptroller Minne- 
sota Mutual Life, and application of 
tabulating equipment to mortgage loan 
and property accounting procedure was 
discussed by M. H. LeVita, statistician 
Fidelity Mutual Life. 

Application of motion picture pho- 
tography and the photo-electric cell to 





sorting and tabulating work was re- 
viewed by M. E. Gould, designing en- 
gineer of Washington, who explained 
a machine developed to reduce the time 
required for the locating of an indi- 
vidual item or record within a large 
group, in the computation of statistics 
and in other ways. 


Stub Accounting 


The equipment, the convention was 
told, consists of a motion picture pro- 
jector and films containing images of 
coded records which are projected upon 
a screen consisting of photo-electric 
cells operating in conjunction with 
electronic relays, impulse counters and 
automatic selecting switches. Under 
this method, Mr. Gould claimed, the 
operation of selecting any given code is 
performed without assorting and at the 
minimum rate of 3,000 items per minute, 
a 20 to 1 speed ratio as compared with 
punched card speed of 150 per minute. 

Factors influencing acquisition and 





renewal costs were discussed by Rich- 
ard Boissard. 

Stub accounting, as handled by the 
Sun Life, was explained by R. A. Tay- 
lor, assistant comptroller, who explained 
that this method was installed to re- 
place the former accounting system of 
branch offices about a year ago. 

Whereas the old system was based 
on the use of columnar collection 
sheets, the preparation of which entailed 
considerable work on the part of the 
branch office staffs, he said, the new 
stub system has eliminated all the writ- 
ing up of these lengthy reports, utiliz- 
ing instead premium notices, carbon 
copies of receipts and checks and forms 
already prepared for other uses. All the 
work of renewal commission accounting 
was absorbed by the home office with 
the change in system; no. existing 
equipment had to be scrapped or re- 
placed, and no extra expense was in- 
curred in effecting the change. 

“The company reduced the ‘work of 








—Ewing Galloway 


Promoting industrial peace 
rewarding work for you 


Life insurance in force under group contracts to the 
amount of more than $10,000,000,000 is in itself an in- 
estimable asset to the country. More valuable still however 
are the habits of cooperation and mutual consideration 
engendered and confirmed by the use of group insurance. 


Selling group insurance is rewarding work aside from 


the substantial cash returns. 


Fully in accord with the 


trend of the times group insurance sells more readily than 


for many years. 


Connecticut General group sales so far 


this year are substantially ahead of last year. 


Our group specialists are at your service. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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What 
Has Equalled 


.. LIFE 
INSURANCES 


Part in 
Protecting 
Health? 


Authorities declare that 
a periodic health exam- 
ination would lengthen 
the lives of thousands 
of people by revealing 
incipient diseases cur- 
able in their early 
stages. It would end 
worry over imagined 
ailments. Yet many 
persons have never had 
a health examination 
in their lives,except the 
checkup they get when 
they apply for Life In- 
surance. 


Life Insurance compa- 
nies encourage peri- 
odic health examina- 
tions for the protection 
of the individual. They 
disseminate informa- 
tion about health pro- 
tection. They have con- 
tributed to the success 
of many health move- 
ments. They have pro- 
vided the money with 
which many families 
have been able to avoid 
living conditions which 
would be menacing to 
health. 


Life Insurance is a per- 
sonal thing which has 
a direct bearing upon 
the individual... but 
in its work for public 
health and in many of 
its other activities, it 
has an important effect 
upon society as a whole. 


% Reliance Life is ac- 
tively interested in the 
well-being of 175,000 
persons who own pol- 
icies in the company. 


RELIANCE LIFE 


INSURANCE COMPANY OF 
PITTSBURGH. 











its branch office clerical force by 20 
percent as a result of the adoption of 
the stub system,” he declared. “This 
meant a saving of the time of 142 clerks. 
The effect on its home office was to 
require the time of six additional typists 
there. The net saving over home and 
branch offices combined was thus the 
time of 136 clerks. In addition to the 
saving in clerical time, stationery costs 
were reduced, greater accuracy was se- 
cured and the handling and posting of 
records was speeded up.” 

Expressed in dollars, Mr. Taylor 
said, the stub system is saving the Sun 
Life $160,000 a year. 


Imagination Very Important 





Manager C. J. McCoy of the Mutual 
Life at Cincinnati Talked to 
the Agency Meeting 





The annual field club meeting of the 
Mutual Life of New York Cincinnati 
agency was held there with Manager C. 
J. McCoy presiding. In his address Mr. 
McCoy stressed the importance of sales 
imagination in painting a picture, the 
“fourth dimension” in merchandising a 
product. Sales imagination is getting. 
an idea and then putting it across to the 
prospect. He said an agent should take 
the attitude “What would I like to have 
if I were buying life insurance today?” 
in presenting his case to the prospect. 
An agent must be dynamic and en- 
thusiastic. 

Life insurance is the outstanding in- 
vestment today, asserted R. J. Williams, 
service representative. It must be dis- 
played properly in a snappy manner, 
just as merchandise in a showcase, in 
order to be sold effectively. 

Other speakers were H. N. Wolf, R. 
R. Ballantyne, R. E. Pearson, Samuel 
Herwitz, million dollar producer and 
one of the company’s leading agents, W. 
S. Bunn, C. M. De Camp, and George 
Johnson, agency organizer. 


President Hoffman’s View 


One of the most favorable signs of 
better financial conditions is the fact that 
insurance policies are being purchased 
for larger face value amounts, accord- 
ing to A. H. Hoffman, at the fall meet- 
ing of directors of the Yeomen Mutual 
Life. President Hoffman reported an 
increase of 9 percent in the new paid-for 
business in the first nine months, com- 
pared with the same period last year. 

“Tt is also an encouraging fact that 
more policyholders are paying on an an- 
nual premium basis instead of in shorter 
instalments, and we have noted an in- 
crease in the number of persons paying 
off policy loans,” he told the directors. 


McCarter Goes to Home Office 


G. S. McCarter, who for some years 
was agency supervisor for the ordinary 
department of the American National 
of Galveston at Birmingham, has been 
appointed home office supervisor in the 
ordinary department. He formerly was 
associate general agent of the Aetna 
Life and later was branch manager of 
another company in Birmingham: 


Stoneham Goes to Detroit 


W. J. Stoneham has been appointed 
supervisor of the Detroit agency of 
Great-West Life. He has, for the past 
three years, been a prominent producer 
in the C. C. Martin agency of the com- 
pany in Toronto. He has consistently 
qualified for membership in the produc- 
tion club and attended the company’s 
convention in Bermula last spring. 


Examination of Prudential 


The insurance departments of Cali- 
fornia, Illinois, Louisiana, Michigan, 
Missouri and Tennessee will participate 
in regular triennial examination of the 
Prudential, being conducted by Deputy 
Commissioner Gough of New Jersey. 
The examination will require from eight 
to 10 months. 





Women’s Angle and Selling 
Younger Men Are Discussed 





NEW YORK SALES SEMINAR 





Spokesmen for Republicans and Dem- 
ocrats to Tell How Parties Will 
Aid Insurance 





NEW YORK, Oct. 8.— Women 
agents need a lot of help from their 
managers and expect to have results de- 
manded of them until they get the work 
habit, Miss Beatrice Jones, unit man- 
ager Devitt agency Equitable Life of 
New York in New York City, declared 
at the annual fall selling seminar of the 
New York City Life Underwriters As- 
sociation today. 

“We know that the easiest thing in 
the world for us is to work on an as- 
signed job from nine to five,” she con- 
tinued. “We'll do a good job for you 
to prevent your stopping our salary. 
And similarly we know the hardest job 
of all to succeed in is the one where 
we are left to our own devices—to write 
our own pay check. We very often for- 
get to write it. So if you employ us 
we'll expect you to demand a good deal 
of us in the way of work, at least until 
we get the work habit. 


Expect Close Check-up 


“We'll expect you to keep a pretty 
close check on our work so that we can 
pretty quickly find out how many calls 
we make to have an interview and how 
many interviews we have to make some 
dollars, and how many. And if you do 
employ us and don’t give us this direc- 
tion in our early stages we'll probably 
let you down completely.” 

While conceding that without the 
“terrific wall of resistance created by 
unsound sales methods we might all 
become softies,” Miss Jones said she 
found it difficult to understand why so 
many agents are retained long after 
their complete inadequacy has been 
demonstrated and said she would be 
glad to see the day when selection is 
much more careful and all new agents 
work on a three months’ probationary 
plan, being automatically eliminated 
from the business if they failed to meet 
a specified standard of production dur- 
ing that period. 


Selling the Young Man 


Speaking on selling young men, B. 
A. Strait of the Faser agency of the 
Penn Mutual Life in New York City, 
an office composed exclusively of young 
agents, said that when he sells a $1,000 
policy he does not look upon it as 
merely that, but as a $50,000 policy de- 
ferred a few years. 

“A man starting out in business is 
interested in capital,” he said. “In my 
case, I am interested in selling as many 
of these potential fifties as possible.” 

Mr. Strait divides young men into 
three classes, the “dumb,” or immature 
type who finds it very hard to accept 
any of life’s responsibilities; the type 
who is less light-headed and is willing 
to put excess income or allowance into 
insurance; and the most intelligent type, 
who is willing to make some real sacri- 
fices to save in the safe institution of 
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WANTED 


Assistant Sales Manager 


For life insurance company doing business throughout the Southwest. An 
excellent opportunity for a man between the ages of 25 and 40 who is alert, am- 
bitious, able and willing to learn and to work hard. Reasonable amount of actual 
direct selling experience is essential, as well as ability to sell ideas to other sales- 
men. Reasonable salary to start with, excellent opportunity for advancement. 


Give full particulars, including past experience, and send photograph if avail 


All replies held strictly confidential ADDRESS D-78, NATIONAL 
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MISS MILDRED HAMMOND renewab 
dividual 
Miss Mildred Hammond of Chicago, 
assistant secretary of the American Lif 
Convention, will be in charge of the ree T8¢! 
istration desk and the manifold detaik— $'°UP 
that go with that position at the annul ona 
meeting of the organization in Dalls ages 
next week. Miss Hammond was fo. "° we 
merly located at the headquarters in sf “°C !") 
Louis when the organization was ther posse 
and moved with it to Chicago.. She ise °° of 
young woman of signal ability. : pot t 
» which 
life insurance after he sees that it wil & pote 
be to his future advantage. B favorit 
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reacts to the savings appeal and the For is ; 
idea that their rate is lower than it wil F Conta 
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ture reasons are used on the third type insure 
The young man can best be sold the insure 
ordinary life policy or the family in- is oft 
come type, according to Mr. Strait, as 
he believes it is entirely wrong for a 
man to start thinking about retirement On 
before first getting sufficient coverage. pve 
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Manuel Camps Speaks ofa: 
Other speakers were Manuel Camps, pou 
general agent, Penn Mutual Life in Bos- ee : 
ton, and Hubert Davis, supervisor, eee 
Knight agency, Union Central Life, aid 
New York City. yo 
The dinner meeting this evening will mien 
be the first monthly meeting under the fF C 
new president, Ralph G. Engelsmat, pm 
general agent, Penn Mutual Life i nave 
New York City. Representatives of the Sue 
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their respective factions propose to 40 0 
for the 63,000,000 policyholders of the brol 
United States. Ogden Mills, former mis 
Secretary of the Treasury, will speak cast 
for the Republican side and Senator tici 
Bailey of North Carolina will repre aad 
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and Provides Good Leads 





NEW YORK, Oct. 8.—Wholesale life 
insurance, the little brother of group, is 
proving to be an excellent source of 
leads to new ordinary business, while 
quite a few wholesale cases gradually get 
large enough to become full-fledged 
group policies. ; . : 

From the average agents viewpoint, 
the arguments for soliciting wholesale 
are much the same as for going after 
moderate sized group cases rather than 
the mammoth groups. Wholesale is 
practically the same as group, except 
that the minimum number of employes 
mav be as little as 10, while the annual 
cost per employe usually runs about $2 
per $1000 higher than group. Also, the 
companies issuing wholesale insurance 
reserve the right to a medical examina- 
tion at ages 65 and more and the right 
to examine and decline seriously im- 
paired lives, while there is no such pro- 
vision in group. The wholesale rate 
works out to about the same as yearly 
‘renewable term insurance bought in- 

dividually. 

Big-Case Illusion 


The reason that wholesale, like small 
group cases, offers so much more 
encouraging and profitable field for the 
average agent is that frequently when 
he believes he has an entree to a group 
case involving several thousand lives, be- 
cause he has placed a large amount of 


| personal insurance on the president or 


one of the top executives, he too often 


_ finds that the general brokerage firm 
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which handles the rest of the firm’s in- 
surance will be in the preferred position, 
or some influential director will have a 
favorite company or agent where he 
swings the business. 

On the other hand, the business enter- 
prise having 10 to 50 employes is fre- 
quently owned outright by its president 
or is a partnership or close corporation. 
Contacts are more intimate and informal 
and each of the employes and executives 
insured is a prospect for ordinary life 
insurance from a modest amount to what 
is often a very respectable figure. 


Sold Christmas Gift Policies 


One home office group man went out 
with an agent to call on an employer 
where there seemed to be little chance 
of a sale. However, it was shortly before 
Christmas and the home office man sug- 
gested that the employer give each em- 
ploye a $1000 policy for Christmas. 
During the next four months the agent 
paid for four cases totaling $35,000 of 
ordinary insurance, beside his $45 first 
year commission on the wholesale case. 

Commission rates on wholesale are 
considerably higher than group, the 
usual figure being 30 percent first year, 
five percent for the next four years and 
three percent for the next five. 

One wholesale case of 35 lives paid the 
broker $60 a month in first year com- 
missions. This is a high figure for a 
case of this size, for half of the par- 
ticipants took the maximum of $5000, 
and the rest were considerably higher 
than average. 


Medical Questions Not Searching 


While the issuing company reserves 
the right to examine persons 65 and 
over, and to decline seriously impaired 
lives, the medical questions on the appli- 
cation blank are not especially searching 
and are not warranties. Disability pro- 
visions are the same as for group: if 
an employe is forced to leave his job 
because of disability and has been in- 
sured for a year or more, his insurance 
will be paid if he dies as a result of this 
disability during the year after leaving 
employment. If he has been insured less 
than a year the period he is covered after 
quitting is equal to the length of time 
he has been insured. If he leaves his 
employment for any cause whatever he 
has the privilege of converting without 





medical examination, the same as under 
a group policy. 

There are two ranges of amounts of 
insurance. If the minimum is $1000, 
then the maximum is $2500. If the mini- 
mum is $2000, the maximum is $5000. 
The cost per employe is about 95 cents 
per month per $1000 on a non-partici- 
pating basis. Group runs approximately 
80 cents per month per $1000, and is 
subject to dividends or refunds. The 
employe’s is generally the same as in 
group, 60 cents per month per $1000, 
although in wholesale insurance it is 
sometimes customary to increase the 
employe’s to 70 cents per month, while 
in group, it is not customary to go be- 
yond 60 cents unless there is an occu- 
pational rating. 

Production of wholesale business has 
stayed steadier throughout the depres- 
sion than other lines and lapses have 
been fewer. 


Patterson Names 
Committee Heads 


(CONTINUED FROM PAGE 5) 


business, and to give as wide distribu- 
tion as possible to such opinion. 

“3. To cooperate closely with the 
agency practices committee of the As- 
sociation of Life Agency Officers to pro- 
mote an aggressive campaign for the 
elimination of part-time agents in urban 
centers and unfit agents in all centers. 

“4, To further the efforts to secure 
a better understanding of the nature and 
functions of legal reserve life insurance 
on the part of our legislators, both state 
and national, to the end that the 65 mil- 
lion Americans who are policy owners 
shall receive the consideration to which 
they are entitled in connection with any 
proposed legislation. 

“5. To enlarge the services of the 
National organization to its local and 
state units. 

“The program of your National asso- 
ciation is promoted by its standing and 
special committee, as set forth in the 
by-laws. 

“On behalf of the new officers and 
trustees, may I express our apprecia- 
tion of your confidence in us and the 
hope that, with your help, the coming 
year will continue to bring honor and 
prestige not only to every local associ- 
ation and its individual members, but to 
the institution of life insurance and your 
National association as well.” 


Making Suicide Study 

An extensive study of suicide, both as 
a medical and sociological problem, will 
be made by the psychopathic division of 
Bellevue Hospital, New York City, ac- 
cording to Dr. S. S. Goldwater, com- 
missioner of hospitals. Bellevue’s 
psychiatric division handles about 5,000 
patients a year. The study will be made 
in conjunction with the Committee for 
Study of Suicide, Inc. which was or- 
ganized last January. 








Agency Visits Home Office 


Members of the  Luther-Keffer 
Agency of the Aetna Life in New York 
City made a pilgrimmage to the home 
office last week, where they were wel- 
comed by President Brainard and other 
executives and were guests at a 
luncheon. 

Their trip through the home office 
was enlivened by C. V. Pickering, ad- 
vertising manager, who saw that the 
visitors were given the proper impres- 
sion of what a home office should be. 
For example, as the guests walked into 
the advertising department they ob- 
served that every member of the staff 
appeared to be immobilized in deep 





thought. A large sign proclaimed, “Sil- 
ence—the advertising department is 
thinking’. In the underwriting depart- 


ment the visitors were greeted by large 
placards defiantly proclaiming, “Oh 
yeah?” “Sez you,” “So what?” and sim- 
ilar argumentative phrases. 


Newark General Agent Dies 


Robert B. Cornish of Day & Cornish, 
general agents Mutual Benefit Life at 
Newark, died at a hospital in Summit, 
N. J., after a month’s illness, Mr. Corn- 
ish entered the insurance business in 
1895 with S. S. Day, his first school 
teacher, and became a partner in 1904. 
Mr. Day retired in 1917 and was suc- 
ceeded by his son, L. D. Day, at the 
invitation of Mr. Cornish. From the 
time he started carrying a rate book 
and as long as the company gave gen- 
eral agents honor roll credit for per- 
sonal production, Mr. Cornish was al- 
ways at or near the top of the list. He 
was prominent in northern New Jersey 
civic activities. 


Release Not Binding 


Judgment for $1,000 actual damage 
and $700 punitive damages has been af- 
firmed by the South Carolina supreme 
court against the insurer in Rhame vs. 
(Pacific Mutual Life. 

Rhame had a non-can policy. He be- 
came disabled and the Pacific Mutual 
started paying him $100 per month. 
Later, according to Rhame, an agent of 





the Pacific Mutual told Rhame the com- 
pany would not continue to pay the in- 
come, because it would not have issued 
the policy if it had known of the pre- 
vious illness of Rhame. The agent is al- 
leged to have given various reasons why 
Rhame could not recover anything from 
the Pacific Mutual, if litigation was re- 
sorted to. Rhame signed a release in 
the sum of $1,200. During the interview 
Rhame, according to the court, was in 
great pain and under the effect of drugs. 
Rhame testified he thought the agent 
was trying to help him and in this way 
was able to influence Rhame. 

The supreme court held that the testi- 
mony was sufficient to take the issues 
to the jury. The testimony was sus- 
ceptible of the inference that Rhame did 
not execute the release freely and vol- 
untarily but was induced to execute it 
by reason of the wrongful and fraudu- 
lent representation made by the agent 
while Rhame was in a weakened condi- 
tion and unable to take care of his in- 
terests. 


Two Companies in Georgia 
The Georgia department has licensed 


the Expressmen’s Mutual Life of New 
York and Service Life of Omaha. 


Volunteer State Life—Paid business 
through September 30 equals the amount 
of all 1935. 


Read_ “Selling Disability Insurance.” 
$1.50. Order from National Underwriter. 
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FROM THE AGENTS’ VIEWPOINT 


Principal task set for Mutual Benefit booklets and leaflets 
is to back up the agent in his job of selling and servicing 
life insurance. Some of the booklets prepare the way, 
never giving away the agent’s whole story but pointing 
always toward the sale. Other booklets follow up, sum- 
marizing and aiding conservation. Whatever the purpose, 


they are prepared from the agents’ viewpoint. 


The 
MUTUAL BENEFIT 


LIFE INSURANCE COMPANY * NEWARK °N ° Js 
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Chance to Steal a March 


On Nov. 3 either President RoosEVELT 
or Governor LANpDoNn will be elected—un- 
less, of course, the much talked about 
communist influence should suddenly grow 
strong enough to elect Comrade BrowDer. 
As Vice-president KLiIncMan of the 
EguiraB_e Lire of New York has pointed 
out, life insurance men have got to go 
on making a living in the life insurance 
business no matter who is _ elected. 
When the returns are all in the losers, 
whether Democrats or Republicans, will 
sigh and make the best of it. They will 
realize that no matter who is sitting in 
the presidential chair, men must work 
to live and the more effectively they 
work the better they live. 

Life agents, general agents and man- 
agers who can project their thoughts 
forward a few weeks are taking advan- 
tage of their foresight and acting as if 
the election had already happened and 
the results, for better or worse, accord- 


ing to their political views, were known. 
They are wisely taking the view that 
business will still be worth going after 
no matter who is elected and that the 
worse conditions may be, the more 
necessary it is to be effectively organ- 
ized to get the largest possible share. 

A presidential campaign or any other 
abnormal condition affecting business 
always brings with it the danger that 
men will attribute their difficulty in get- 
ting business to the condition rather 
than to their own failure to work with 
the same drive and resourcefulness that 
marked their efforts under conditions 
which they considered normal. Many of 
those who have prosecuted their busi- 
ness with the same zeal as under ordi- 
nary conditions are very well pleased 
with the result, even in the large met- 
ropolitan centers where the going has 
apparently been the hardest in recent 
weeks. 


to Field Men 
































Encouraging 


THE announcement that Frank W. PEN- 
NELL, general agent of the State MuTUAL 
Lire in New York City, was resigning his 
position to carry the rate book, following 
the recent news that Tep M. Simmons, su- 
perintendent of agents of the PAN-AMERI- 
cAN Lire, was also retiring from company 
work to become an agent, should be encour- 
aging to many in the field that may be 
languishing. Here are two men that were 


enjoying a very comfortable income, had 
many responsibilities and held positions of 
eminence. Yet they prefer to get out in the 
highways and by-ways and do field work. 
Neither one was forced to retire. Each 
man is prompted by the highest motives 
and feels that the step he is taking is in his 
own best interest. If men of this type see 
that there is a future in carrying the rate 
book, it is most encouraging. 


Code for Office Workers 


THE treasurer and chairman of the fi- 
nance committee of Ouro FArMeErs IN- 
SURANCE ‘COMPANY, PRICE RUSSELL, is a 
man of long’ experience, having been ex- 
ecutive secretary for GOVERNOR JAMES 
Cox, GovERNOoR Victor DoNAHEY during 
their terms in office, as well as one time 
commissioner of insurance of OHIO, and 
for many years chairman of the Onto 
state board of pardons. : 

Mr. Russell is now spending his en- 
tire time at the home office of Ohio 
Farmers in LeRoy, O., and some time 
ago he distributed a set of rules, or 
rather working code, for office workers. 
The code, which contains valuable ad- 
vice for not only the employe, but the 
executive, is: 

If not busy, help some one else. 

Let us be sociable, sympathetic and 
helpful and thus show that we are the 
highest type of animals. 

Let us use short words in speech and 
writing—as many Anglo-Saxon words 
as we Can. 


Paul wrote to the Corinthians: It is 


required in stewards that a man be 
found faithful. And that means us. 

This old one should be found in every 
code: Honesty is the best policy. 

Let us be friendly with those about 
us; at the most life is very short. 

Be kind to boys and girls. They will 
be men and women soon and some of 
them will step out ahead of you. 

It is not what we get; it is what we 
give that makes life beautiful. 

If we do all the little things well to- 
day somehow, some way, the big things 
will go over, too. 

Money is a big means but it should 
not be the whole objective. 

A paradox, of course, but we double 
our joys by dividing them up with those 
about us. 

One ought to be diplomatic but it 
should not lead to compromise~* with 
wrong doing. 

Remember that the comers are those 
who do things better today than they 
did yesterday. 

Let us not be too harsh in judging 





the other man. From his viewpoint he 
may be right, too. 

Don’t be scared over a small mistake. 
All hustlers make some. 

When a man reaches the point where 
he thinks he is indispensable it is time 
to can him. His usefulness is over. 

A good talker is one who doesn’t talk 
too much, 

All men are susceptible to flattery— 
but you must be the doctor and admin- 
ister the right dose at the right time in 
the right way. 

One should be slow, very slow, to 
say it but there are times a self-respect- 


ing chap should tell the other map , 
go to. 

Among the few treasures that cay, 
not get away from us are the memorig 
of the little things we have done to help 
other folks. 

Webster says that trust is a “speciy 
reliance on presumed integrity.” Let ,, 
not forget that all of our thousands ¢ 
policyholders are relying on our jp. 
tegrity today. 

Don’t be a “yes man,’ 
courteously. 

The quality of the words we use js 
more important than the quantity, 





> but Say “to” 
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A welcoming dinner was given to 
Commissioner Ray Murphy of fowa by 
employes of the insurance department 
on his return to the department after a 
year’s leave of absence as American Le- 
gion national commander, 


A son has been born to L. U. Jeffries, 
warden of the Ohio department of in- 
surance, and Mrs. Jeffries. This is their 
second child, the other being a girl. 


— 


Dewey Johnson has resigned as dep- 
uty insurance commissioner of Minne- 
sota to devote all his time to his cam- 
paign for a seat in Congress from a 
Minneapolis district. No successor has 
as yet been named. 


Some of the Chicago general agents 
gave a dinner at the Edgewater Beach 
Hotel there Wednesday evening of this 
week in honor of Alex E. Patterson, 
general agent Penn Mutual Life, who 
has been elected president of the Na- 
tional Association of Life Underwriters. 
This was a Chicago celebration in tri- 
bute to a Chicago man who has been 
elevated to this lofty position. The com- 
mittee in charge was C. B. Stumes of 
Stumes & Loeb, Penn Mutual Life; 
E. B. Dudley, Travelers, and Marc A. 
Law, National Life of Vermont. 


—~ 


President S. M. Cross of Columbia 
Life, Cincinnati, and Mrs. Cross have 
returned home after an extended motor 
tour through England. 


William L. Jessup, sales promotion 
and advertising manager of Pilot Life, 
Greensboro, N. C., and Miss Mollie C. 
Walker of Birmingham, Ala., were mar- 
ried in Birmingham last week. Mr. 
Jessup is a native Alabaman and a 
graduate of the University of Alabama. 


Stricken with a heart attack while at- 
tending a company meeting near Bruns- 

wick, Ga., O. M. Wellslager, 59, Florida 
manager ‘of the New York Life with 
headquarters in Jacksonville, died. He 
had been a principal speaker at the gath- 
ering and was stricken while sitting on 
the platform. 


October has been designated ‘“Presi- 
dent’s Month” by the Guardian Life in 
honor of President Carl Heye. 

Tying in with the prevailing national 
election interest the campaign takes the 
form of a presidential election with 
President Heye running against 





an. 


a 


John P, 





imaginary opponent, Col. 
Quota. 

Electoral votes, based upon applica- 
tions, have been assigned to each agency 
and the unanimous election of President 
Heye with all 531 electoral votes has 
been set as the goal. Superintendent of 
Agencies F. F. Weidenborner, Jr., is 
national chairman of the campaign com- 
mittee. 

A new and unusual portrait of Abra- 
ham Lincoln, second in the series which 
depicts outstanding characteristics of the 
martyred president, has just been cre- 
ated for the Lincoln National Life, It 
is called “Lincoln and Tad,” and will be 
used in the company’s advertising pro- 
gram. The painting by the Chicago ar- 
tist, Frederic Mizen, depicts the human, 
kindly qualities for which Lincoln is so 
well remembered. Lincoln is shown 
reading to his son, Tad. According to 
Dr. L. A. Warren, director of the com- 
pany’s museum, this portrait and the 
“Abraham Lincoln, Honest Clerk” por- 
trait, also owned by the company, are 
the only ones in existence which attempt 
to portray characteristics of Lincoln. 


On the occasion of his 25th anni- 
versary with the company, S. A. Bard- 
well, Cleveland general agent Lincoln 
National Life, was presented an impres- 
sive trophy by his agency associates, at 
a surprise dinner party held in his honor, 
More than 60 agency members and their 
wives attended the function. Engraved 
on the cup was the name of each mem- 
ber of the agency, with an inscription. 
The Bardwell agency is conducting a 
special year-long drive for business dur- 
its anniversary year. 


Even before he entered life insurance 
in 1929, Edward G. Mura, new Kansas 
City general agent of the New England 
Mutual Life, was fully aware of life 
insurance’s great value. In 1919 Mr. 
Mura became distributor in several 
states for the Elgin automobile, selling 
over $5,000,000 in cars in four years. A 
price war threw the Elgin company in 
bankruptcy and Mr. Mura was left hold- 
ing the bag with several hundred cars 
on hand and with outstanding finance 
accounts of dealers. Mr. Mura carried 
$100,000 life insurance at the time and 
he was able to borrow on it to go back 
into the business as distributor of the 
Gardner. After building up a wide sale 
for that car, its manufacturer also went 
broke. 

Mr. Mura has been associate general 
agent of the Massachusetts Mutual Life 
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> sPecil BB Gentry & Mill. C. D. Mili, 76 
* Lety fs old, has been general agent for the 
usands of Hmpany there since he was 27, and has 
N Our jp. Meen with the company 53 years. The 
rency, just under the half century 
say “q» fmpark, is one of the oldest, if not the 
~~ Jdest, in the city. Mr. Mill, who suf- 
bred the loss of a leg two years ago 
We use js IMMpllowing an infection, but who has con- 
tity, nued to be active in the management 
f the agency he founded, will retire. 
meme, BH Frank Gentry and Earl B. Mill, the 
iter the agency founder’s son, who 
re associated with Mr. Mill in the 
gency, will continue with Mr. Mura as 
———g personal producers. 
fohn Pp ay 
R. M. Chandor, 52, of Indianapolis, 
applica. [editor and publisher of “Insurance De- 
1 agency [Mfisions,” died there after an illness of 
resident [wo months. An operation undertaken 
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wl and he lingered in a semi-conscious 
state until the end. 

' Mr. Chandor had been in the insur- 
lance publishing business for many years. 
In 1905 he joined C. Hine’s Sons 
Co, then publishers of “The Insurance 
Monitor’ and “The Insurance Law 
Journal,” and in the following year he 
Was made manager. He continued in 
‘that capacity until 1922 except for one 
hyear in which he opened an eastern of- 
fice for THE NATIONAL UNDERWRITER. In 
1910 Mr. Chandor also took complete 
charge of the editorial work on “The 
Insurance Law Journal.” 

The Underwriters Protective Asso- 
ciation, afterwards the Underwriters & 
Credit Bureau, was also controlled and 
operated by the Hine family from 1878 
‘until it was taken over by the National 
Board of Fire Underwriters in 1928. In 
1919 Mr. Chandor became vice-presi- 
dent and manager of this service bu- 
real, and accomplished its reorganiza- 
tion, 

Although not a lawyer, he became an 


-authority on insurance law and, for 


many years digested legal insurance 
cases for the Hine firm and some years 
ago started his own publication, “In- 
surance Decisions,” which later was 
combined with the “Insurance Digest,” 
published by the Rough Notes Company 


at Indianapolis, and removed to that 


city. 

Fritz A. Lichtenberg, general agent 
Massachusetts Mutual, Columbus, O., 
has been appointed chairman of the pro- 
fessional division for the Community 


: _ Campaign, which will start Nov. 





Cleveland Fete Big Success 


_ CLEVELAND, Oct. 8—Over 2,000 
msurance people, members of their fam- 
ilies and guests attended “Insurance 
Day” at the Great Lakes Exposition. 
Practically all Cleveland insurance of- 
fices closed at noon. The Gale Com- 
Pany and the Cleveland Insurance 
Agency entertained their entire office 
lorce at dinner. A large number of in- 
surance men from downstate, who had 
not previously seen the exposition, 
brought their wives and families. 

The focal point for all insurance men 
Was the Ohio building, where a special 
insurance exhibit had been arranged by 
Superintendent Bowen of Ohio. In ad- 
dition to Mr. Bowen, his assistants 
Raymond Rhodes, L. U. Jeffries, and 
several others from the department were 
present. 

In the evening Mr. Bowen was hon- 
ored at a dinner tendered by the presi- 
dents of the local and state associations 
Supporting Insurance Day. 


ance Peoples Life Insurance Association, 
assessment benefit association, headed 
A Manuel and Ruby Golden, has just 
een licensed in Minnesota. 





| REELECT MANAGEMENT GROUP OFFICERS 





G. A. HARDWICK 








RICHARD BOISSARD 





F. L. ROWLAND 


At the annual meeting of the Life Office Management Association in Washington, all officers were reelected. G. A. 
Hardwick, Penn Mutual Life, is president, and Richard Boissard, National Guardian Life of Madison, Wis., is vice-presi- 


dent. F. L. Rowland is the manager, 














C.L.U. NEWS 


Cc. L, U. MOVEMENT IN TEXAS 


Homer G. Hewitt, Northwestern Na- 
tional, Houston, has been named chair- 
man of the educational committee of the 
Texas association. 

Mr. Hewitt in a talk before the Hous- 
ton. General Agents & Managers Club, 
said there are 23 Chartered Life Under- 
writers in Texas. Houston has eight; 
Dallas seven. There is one in Austin, 
Calvert, College Station, El Paso, Gal- 
veston, San Antonio, Texarkana, Waco. 

Great Southern has three C. L. U.’s, 
as has Pacific Mutual. Connecticut Mu- 
tual, General American, Great National, 
and Northwestern National, each has 
twd. The following have one each: 
Union Central, Hercules Life, American 
Central, Jefferson Standard, American 
National, Reliance Life, Franklin Life. 


re « e * 
REELECT DETROIT OFFICERS 


F. A. McCartney, Equitable of New 
York, was reelected president of the De- 
troit C. L. U. chapter at the annual 
meeting. He served as vice-president 
for two years and as president last year. 

Other officers reelected were A. L. 
Kaufman, Northwestern Mutual, vice- 
president and Miss Mildred L. Ten- 
Brook, Mutual Benefit, secretary-treas- 
urer. Miss TenBrook has served in this 
capacity since the organization of the 
chapter in 1933. 

Dr. David McCahan, dean of the 
American College of Life Underwriters, 
will be in Detroit Oct. 22 to address the 
Qualified Life Underwriters and the 
C. L. U. chapter. 

* *k Xx 
PIFTY IN SAN ANTONIO COURSE 


Fifty San Antonio agents have regis- 
tered for the C. L. U. course at West- 
moorland College, with Prof. E. W. 
Rowland in charge. 





Kenagy Covers Much Ground 


H. G. Kenagy, superintendent of agen- 
cies Mutual Benefit, is on a 10-day 
agency trip to southern and midwestern 
agencies, Thursday of this week, at Win- 
ston-Salem, N. C., he had a session with 
members of the Winston-Salem, Roa- 
noke and Norfolk agencies. Friday he is 





having a conference at Asheville with 
General Agents C. L. Sykes of Miami, 
M. M. Mattison of Anderson, R. L. 
Foreman, Atlanta, J. F. Lee, Birming- 
ham, E. H. Hix, Mississippi, L. W. 
Cherry, Nashville. M. B. Ames, Nor- 
folk, A. C. Thurman, Raleigh, E, H. 
Peterson, Roanoke, B. T. Woodall, 
Winston-Salem. 

From Asheville Mr. Kenagy goes to 
Jackson, where on Oct. 12 he addresses 
the Mississippi Life Underwriters Asso- 
ciation, and the next day meets with the 





Mutual Benefit’s Mississippi organiza- 
tion. 

From Jackson he goes to Peoria, Iil., 
where a triangle meeting of Peoria, 
Springfield and Davenport, Ia., agencies 
will be held. 


All Offices in One Building 


All Los Angeles offices of the New 
York Life are now located in the Pacific 
National building in charge of Clark E. 
Bell, inspector of agencies for the south- 
ern California-Arizona area. 
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“as omemnasen FAITHFUL 


PLEASE NOTE THE FOLLOWING: 


Mutual Trust Life in both assets and premium 
income is the largest life insurance company domi- 


It is also the only Illinois purely mutual net level 
premium three percent reserve company. 


Competes successfully in net cost and otherwise 
with the best and oldest of the Eastern Mutual 
Companies right on their home grounds. One-third 
of its new business comes from the New England 


Has policies to fit every insurance need for both 
sexes from date of birth to old age. 


For full particulars address the Agency Department. 
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New Minnesota Company to 
Push Creditor-Debtor Line 


ST. PAUL, Oct. 8—The Minnesota 
State Life is a new company just li- 
censed in Minnesota, specializing in 
creditor-debtor coverage. Policies up to 
$600 maximum for one year, extendable 
to 24 months, will be written on borrow- 
ers from finance companies. Business 
for the present will be confined to Min- 
nesota. 

Heading the new company is a group 
of insurance men, some of whom have 
been with the Pan-American Life in 
Minneapolis. Officers are: President, F. 
Russel Fredsall, who has been state 
agent of the Pan-American; vice-presi- 
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Program 


Practical assistance and co-op- 
eration in the field 
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IT WORKS 
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J. Herbert Snyder, 
Agency Vice-President. 
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dent, C. S. Yarnell; secretary, D. R. 
Rubee; treasurer, G. E. Fredsall. Others 
associated with the company are D. R. 
Card, D. E. Carpenter, George Rodger- 
son and Stewart E. Hineline. 
Authorized capital is $100,000 and 
headquarters will be in Minneapolis. 


Now Retire Small Blocks 


ST. LOUIS, Oct. 8.—Stockholders 
numbering 144 of General American 
Life have been notified they may now 
surrender their stock and receive $60 per 
share. This is another step in the mu- 
tualization of the company. A total of 
$64,680 is being paid out for this pur- 
pose. 

Under the mutualization program ap- 
proved by the special commission in 
August, the stock held in blocks of less 
than 100 shares is to be retired first. 


















Examination Report Lauds 
State Farm Life of Illinois 


State Farm Life of Bloomington, IIL, 
was possessed of $1,466,470 assets as of 
Dec. 31, 1935; its capital was $300,000 
and net surplus $149,553. These are the 
figures given in the report of an exami- 
nation of the company by the Illinois 
department. 

Insurance written during the year 
amounted to $13,740,226 and insurance 
in force was $30,053,370. 

The mortality ratio was 21.54 percent 
and interest earned 4.13 percent. 

The report states that the financial 
condition of State Farm Life is sound 
and policyholders’ interests are amply 
protected; claims are met promptly in 
accordance with contracts; the affairs 
are economically and efficiently con- 
ducted and notwithstanding the rapid 
growth of State Farm Life, the business 
is of excellent quality as determined by 
the test of mortality and persistency and 
the acquisition cost is low. 

The company is operated in conjunc- 
tion with State Farm Mutual Automo- 
bile and State Farm Fire. 

State Farm Life operates its agencies 
through an exclusive general agency 
contract with Bureau Agency, Inc. In 
November of 1935, State Farm Life 
reinsured the business of Central IIli- 
nois Mutual Relief Association and 
American Eagle Mutual Relief Associa- 
tion. The handling of this particular 
block of business is in charge of C. W. 
Nunan of Champaign, IIl. 
Total income during 1935 was $762,274 
and total disbursements $494,355. In 











On Massachusetts Mutual Staff 
















CHARLES W. HALL 


Hubert Greaves, professor of public 
speaking at Yale, who has just com- 
pleted a countrywide tour of agencies 
of the Massachusetts Mutual, with much 
practical value derived from his group 
and individual coaching, has been re- 
tained for the coming year. He will 
continue his classes at Yale, but devote 
the rest of his time to the educational 
work of the Massachusetts Mutual. He 
has had more than 30 years’ experience 
in his profession. He made a hit at 
his first appearance before Massachu- 
setts Mutual agents at the 1935 conven- 
tion and again at the Swampscott, Mass., 
meeting this year. 

Classes have been formed in several 
agencies. During the winter and spring 
he plans to visit agencies that are readily 
accessible and next summer will make a 





LOUISVILLE, KY. 





tour and include the rest of the agencies 
in his itinerary. He will visit the home 
















PROF. HUBERT GREAVES 


office every other week and conduct 
classes there, as well as give group and 
individual instruction. 

Charles W. Hall, for several years a 
member of the Rochester agency, was 
appointed to a staff position in the 
agency department at the home office. 
He has had several years’ life insurance 
sales experience. In 1934 he studied rate 
books and aided the Massachusetts Mu- 
tual in revision of its rate book. He 
was a speaker at the 1934 convention, 
and in 1935 was president of the Agents’ 
Association. He had varied business ex- 
perience, as secretary to U. S. Senator 
W. M. Calder, and then vice-president of 
the Rochester division of the American 
Piano Company. He went with the 
Massachusetts Mutual at Rochester in 
1931, later becoming supervisor under 
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e life department, the net reserve is 
15,957. In the accident department 
‘enim reserve amounts to $8,257. 

Ia addition to other accident. and 
valth forms, State Farm Life writes a 
n-cancellable blindness policy. Gross 
remiums received from this business 
vce its inception in 1933 totaled $11,573. 
ppresenting 880 individual risks. No 
nim under this policy has been filed. 
Of the assets, 80.9 percent are 
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onds; 9.6 percent miscellaneous; 5.3 
ercent cash; 3.2 percent mortgage loans 
nd 1 percent policy loans. 
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Average Size Policy Increases 
The Columbian National Life reports 































NGTH hat it is experiencing a decided im- 
ON AS Miprovement in the quality of its business. 
rhe past 244 years its first year lapses 
ST. The p : 
ave been reduced over 30 percent. 
UR ‘ice-president A. A. McFall attributes 
PLUs wo i 
much of this improvement to the in 
N DOL. reasing attention given by members of 
is field organization to income settle- 
ents, a more careful eselection of pros- 
COM. Mipects, and to new sales plans for its 
DWING eldmen. In this same period, the aver- 
bee size of new life policies has in- 
‘eased substantially, the average size 
lealth in 1934 was $2,580. The first eight 
. nonths of 1936 this average increased 
and 0 $3,430. 
lent | Provision for Stockholders 
In connection with the merger of 
° ‘American Central Life and United Mu- 
ccident tual, both of Indianapolis, George A. 
lmeBangs, president of the latter company, 
der of advises his policyholders that no cash or 
. assets of either company are withdrawn 
special or paid to stockholders of American 
Central. The stockholders are paid noth- 
yartici. (eng except if, as and when mortality and 
other savings brought about by the 
merger exclusively in connection with 
the American Central’s business will 
so permit. 
Any fluctuation established in assets 
coast |e other values will be absorbed from 


these savings before payments are made 
e for to stockholders. Also 10 percent of 
these savings will be paid to the new 
‘merged company for two years to in- 
crease its surplus. Thereafter this con- 
‘tribution to surplus is increased to 15 
percent annually and a further fund is 
accumulated by setting up 25 percent of 
the remaining 85 percent of these sav- 
ings. From this fund any fluctuations in 
American Central valuations at the end 
of the contract term will be absorbed. 











Will Not Affect Reinsurance 


Commissioner Gentry of Little Rock, 
Ark, in commenting on the completion 
of the $1,250,000 loan between the Cen- 
tral States Life of Missouri and the 
R. F. C., opines that it will not result 
in any change in the reinsurance con- 
tract whereby it took over the Home 
Life of Arkansas. The reinsurance ar- 
rangement was negotiated in 1931 when 
the Home Life had approximately $40,- 
000,000 of insurance in force. This has 
been reduced to between $11,000,000 and 
$12,000,000. 

Under the reinsurance agreement 
there is 60 percent lien placed on poli- 
cies, 


BSS 
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Prudential Annual Luncheon 


| NEWARK, Oct. 8.—The Prudential 
will celebrate its sixty-first anniversary 
| Oct. 14 at a buffet luncheon at which 
several hundred of New Jersey’s leading 
| business _and professional men will be 
' guests. This luncheon has been an an- 
| nual affair ever since it was inaugurated 
in 1925 on the occasion of the company’s 
y| ) fiftieth anniversary. 


Slocum Is Retiring 
| _ Several changes have been made in the 
| Travelers’ treasurer’s department. Well- 
ington R. Slocum is retiring as manager 
of the mortgage loan division and cash- 
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Spencer, assistant manager has been 
made manager of the mortgage loan di- 
vision. W. S. Sherwood has been pro- 





P i ler after 33 years of service. H. M. 
y 
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ae 
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moted from assistant to cashier, F. A. 
Davis, who has been field supervisor of 
city loans and R. G. Wilkins, field super- 
visor of farm loans, have been promoted 
to assistant managers. 





New Loan Department Attorney 


The Ohio State Life has appointed J. 
M. Downs, formerly assistant secretary 
and attorney of the Union Building & 
Savings Co., as attorney for its mort- 
gage loan department. 





Cc. P. Milne, assistant secretary of the 
North American Life of Canada, has re- 
signed to enter the stock brokerage bus- 
iness with W. M. Macdonald & Co., To- 
ronto. 
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Detroit Managers Announce 


Their Schedule for Season 


DETROIT, Oct. 8—H. K. Schoch, 
Aetna Life, president Associated Life 
General Agents & Managers of Detroit, 
has announced the preliminary program 
for the season’s activities at the first 
business meeting Oct. 6. There was a 
general discussion of plans for the year, 
of possible legislation and an estimate 
of the local situation. 

Nov. 10 the subject will be “Scientific 
Agency Operation,” with the speaker a 
prominent executive with experience 
both in the field and home office; Dec. 
8, “Building the Agency Around the 
Man;” Jan. 12, “Merchandising Your 
Product,” to be handled by a local sales 
manager; Feb. 9, “Present Day Rela- 
tionship of the General Agent and 
Home Office;’ March 9, “Trends in 
Agency Development from the Field 
Man’s Point of View,” and on April 13, 
the annual meeting and dinner, with 
election of officers. 








Sociology Is Selling Factor 


At the luncheon-meeting of the Life 
Insurance Managers’ Association of Los 
Angeles, Howard S. McKay, sales man- 
ager for Foster & Kleiser and lecturer 
on business subjects, spoke on “Selling 
in 1937.” Good selling in the future will 
go hand in hand with good sociology, 
he declared. Even young men are now 
thinking seriously about old age security. 
Mr. McKay suggested that life agents 
boil down their discussion of the service 
it renders and get it over to the masses. 
John H. Russell, membership chairman 
of the Life Underwriters Association of 
Los Angeles, urged the active coopera- 
tion of managers and general agents in 
increasing the membership. 


Views Social Security 

C. B. McPhail, public relations man 
of the Great American Life of San An- 
tonio, Tex., spoke to the San Antonio 
Life Managers Club on the “Social Se- 
curity Act Sales Possibilities.” An 
analysis of the act should convince the 
agent that its provisions do not consti- 
tute competition with him and that it 
leaves much for him to do, he said. The 
government plan has no cash values and 
there is no waiver of premium. The act 
is legislative and may be repealed or 
changed at any time. 

Special Month for Phillips 

The method of a nation wide telephone 
hook-up was used by Vice-president R. 
E. Irish of Union Mutual Life of Maine 
in outlining to leading agency managers 
plans for the October president’s month. 
This year being President S. B. Phil- 
lips’ 50th anniversary of joining Union 
Mutual, special plans have been made 
to honor his long years of active service 
with the greatest month’s business in 
history. Agency managers from Virginia 
to San Francisco were enthusiastic in 
their response to Mr. Irish’s announce- 
ments and unusual telephone conference. 
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ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 








@ Complete Substandard and automatic Rein- 
surance facilities embrace so wide a field that 
prompt policy issuance—regardless of size—is 
the rule and not the exception. 














BarpariAns 
Make Good Prospects 


In a recent column Walter Winchell cites 
Broadway's definition of a “barbarian.” 
Since copyright must be respected, it may 
not be quoted here. Enough that it frames 
a trinity of devotion to one’s wife, thriftiness, 
and respect for good health—a mold that 
casts the ideal prospect. 


Let smart underwriters seek out “bar- 
barians.” Lucky the “barbarian’s” wife. 


“Be 
LIFE INSURANCE COMPANY 


IRGINIA 


Bradford H. Walker, President 





Home Office: Richmond, Va. 



















THE NATIONAL UNDERWRITER October 9, J 




















LIFE AGENCY CHANGES 
Goes to Connecticut General | Pritchard, McGill Manag, 















Fred W. Pierce Is Appointed Assistant | Union Central Appoints Experien, 
Manager of the Los Angeles Agency Men in Charge of Branches at 7 
of the Company dianapolis and Ft. Wayne, Ind, 












Fred W. Pierce has been appointed; O. D. Pritchard and S. W. Me 
assistant manager of the Los Angeles] have been appointed branch office me 
agency of the Connecticut General Life | agers by the Union Central at Indiana 
at 649 South Olive street. He was|olis and Ft. Wayne, respectively, i; 
born in Oak Park, Ill., a suburb of| Pritchard succeeds E. R. Shannq 
Chicago, July 22, 1899. His family | resigned, and Mr. McGill succeeds \t 
moved to Denver when he was an in-| Pritchard at Ft. Wayne. 7 
fant and in 1913 located in Los Angeles. Mr. Pritchard entered the life ingy 
His father, L. C. Pierce, affiliated him- ; 
self as an agent with George Rathbun, 
general agent for the Equitable of New 
York in Los Angeles. He had worked 
in Denver previously for the Equitable 
after starting in the business with the 
old Colorado National. 

Fred Pierce graduated from the Poly- 
technic high school at Los Angeles and ' 
then graduated from the U. S. Naval | 
Academy at Annapolis in 1922. He re- 
signed at once from the naval service. 
He became junior engineer for an oil 
company in the middle west. He was 
transferred to the sales department in 
1924 and resigned in 1926 to return to | 
Los Angeles. He went into the cement 
sales field and then entered life insur- 
ance as an agent of the Pacific Mutual 
in its home office agency. Fifteen years 
before that his father had been associ- 
ated with this agency and had served as 
its assistant manager for five years. 
After personal production for two years 
he was made field supervisor for the 
agency and in 1934 was made assistant 
manager. He is a C. L. U. man. His 
uncle, Ralph E. Pierce, has been a home 
YEOMEN MUTUAL: LIFE COMPANY office official of the Columbian National 0. D. PRITCHARD 

Yes Moines, Iowa Life for over 25 years. 













































Men who never have to read 
the want ads—successful men 
—YOU—can forge ahead to 
greater success with this fast- 
growing. 40-year-strong com- 
pany. Investigate the fine 
openings now available in 
proven territory. 











ance business in 1924 as an agent in lh- 
dianapolis, and for ten years was al 

° agency executive in Indiana, Illinois and 
Travelers Managers Shifted | Fiorida. He joined the Union Central 
in 1934 as assistant manager at Indianap- 
Retirement of N. F. Clendenen of Pitts- | Olis, and then became manager of a new 


A. H. Hoffman, President Home Office, De 
burgh Brings Changes in Worcester. branch in Ft. Wayne. He is president 
> 


Sir LIFE = 
We : of the Ft. Wayne Life Underwriters As- 
. Rochester, Chicago sociation. _ | 
ESTABLISHED 1865 _ Mr. McGill spent 20 years in educa 
- | Norman F. Clendenen, manager of | tional and philanthropic work, and holis 
the life department of the Travelers | honorary degrees from several univers: 


branch office in Pittsburgh, has retired | ties. He was in vocational adjust 
because of ill health. He started in | ment work after the war, then was a 
the Los Angeles branch, later becoming | Associated Press correspondent. He 























TH assistant manager of that office. From | went with the Union Central as an agent 
Los Angeles he went to San Francisco | at Louisville in 1928, in 1930 was trans- 

as assistant manager, and from there to | ferred to Ft. Wayne as district mat- 

Oakland as manager of agency develop- ! ager, in the first year paying for more 

THE SUN LIFE ment, returning later to Los Angeles| than $500,000. When Mr. Pritchard 
and then going to Pittsburgh. opened the branch there, Mr. McGill 


Warren W. Hampe succeeds Mr.| was made assistant manager. 


OF C N D Clendenen as Pittsburgh manager. He 
Ay rN A returns to familiar territory, having been : 
a special agent and later assistant man- Dougias Heads Phoenix Office 
ager in the Pittsburgh office before| The Jefferson Standard Life is open 











going to Worcester as manager. ing a new office in Phoenix, Ariz., with 

—many thousands of men and women Llewellyn A. Tobie, formerly Roches-| L. A. Douglas as manager. Mr, Doug- 

ter manager, goes to Worcester as man- | las will continue supervision of the El 

all over the world have become part- ager. He served as field assistant and | Paso office where he has been for sev- 

z assistant manager of the Hartford | eral years. I. W. Gillett has been ap- 

ners in the great co-operative business branch before going to Rochester. He { pointed agency assistant in charge o 

- also —— at one rar as a bank exam- 7 El] Paso rly iss ttn 

~ ° ° ° iner in the state of Connecticut. n opening the Phoenix office the Jel- 

of Life Insurance. This unique experi- _ Fred L. Mason, assistant manager in| ferson Staislard is following an_expam 

nicago, goes to Rochester as manager. | sion program whereby it is selecting 

ence has enabled the SUN LIFE to an- He was for many years an ar in | spots that appear to ater excelient op- 

i Peoria and Davenport, being several | portunities for the sale of life insurance. 

ticipate almost every human problem times a member of the group producers | Mr. Douglas has had long experience 

f tecti 4h I | club and later Baltimore manager. = “7 territory will be intensively 

or prorection wi nsurance plans armed. 
. , a. St. John Leaves Agency 

which afford unassailable security in Walter St. John has retired from the Scott to Montreal 

+i f St. John, Hilmes & Strief agency in Des Mortimer G. Scott, who has been 4 

imes oO emergency and stress. Moines. He plans to devote his time to| personal producer with the Illinois 


selling. Mr. St. John joined the Equita- | branch of the Great-West Life in Chi- 
ble Life of Iowa 33 years ago and he| cago since 1923, has resigned to go to 
will be a special representative of that | Montreal where he will open a new 
company in Des Moines. He will also | branch for the company, Mr. Scott en- 
devote a part of his time to the Iowa| tered the life insurance business with 


J State Traveling Men’s Association of | the Great-West at its home office in 
THERE'S A SUN LIFE POLICY FOR EVERYONE which he is vice-president. Winnipeg in 1914 and also had experi 
The agency will operate as Hilmes & | ence as an inspector of agencies in the 
Strief. western provinces and in Minnesota. He 
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t to Chicago where he was 

one time connected with the F. H. 
fviland agency of the Connecticut 
reneral Life, prior to joining the Illi- 
ig branch of the Great-West when it 
4s organized in 1923. 


Qwen Gets South Carolina 


k, Lee Owen, an experienced life in- 


ter wen 


tS 








Manag, 
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thes at / 











ne, Ind. BR ance man, has been named_ general 

ent for the Kansas City Life in South 

W. McCqmearolina, with headquarters in the An- 

| Office meplmmerson building, Anderson, S. C. Mr. 
at Indiana wen succeeds L., R. Cornevin. 











“tively, I 
Shannoy 
ucceeds }f, 





West Coast in the Philippines 


Robert E. Cecil becomes manager of 
he Philippine branch office of the West 
cast Life. He is a graduate of Stan- 
ord University. He went to the Philip- 
nine Islands in 1930, becoming manager 
or an agricultural equipment house. R. 
Pp. Flood has been manager and he in- 
iuced Mr. Cecil to enter the life insur- 
bnce field. In February, 1930, he joined 
he agency aS assistant manager. 

y. M. Griffin of the home office, be- 
omes assistant manager, succeeding 
Mr, Cecil in that post. He is a graduate 
of Rice Institute of Houston, Tex. He 
passed four examinations of the Life 
Ofice Management Association Insti- 
tite. He went with the company in 
September, 1925, and has served in the 
renewal, policy loan and actuarial de- 
partments. He sailed Saturday to take 
his new position. 


Kennedy Back With Laffer 


Craig G. Kennedy, for the past four 
years agency supervisor of the North- 
western National general agency at 
Wichita headed by G. F. Bachman, has 
returned to the Henry W. Laffer gen- 
eral agency of the Northwestern Mutual 
at Wichita as superintendent of agencies. 
Mr. Kennedy was with the Northwest- 
ern Mutual for 14 years prior to 1932 
at Wichita and Lawrence. For some 
time he was associate general agent with 
P.M. Anderson at Wichita before the 
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bso latter’s retirement a few years back. 
f a new aaa Tee s 
resident [Jf American National Appointments 
ers As- The American National of Galveston 
has announced some appointments in 
educa- JF its ordinary department. 
d holds David O. Stohl has been appointed 
tives manager at Phoenix, Ariz. He was for- 
adjust. metly vice-president of the California 
Vas al & Inter Mountain Investment Company of 
t. He Los Angeles. He became general agent 
agent HE of the Pacific States Life. In 1932 he 
trans: B® was made vice-president of the Union 
mat: @ Reserve Life. 
more M. B. Stephenson has been appointed 
chard manager at Corpus Christi, Tex. He 
{cGill ® went with the American National in 
July, 1934, having been a supervisor of 
| the General American Life. He has 
ce been agency secretary in the ordinary 
department at the head office of the 
opel- American National for the last two 
with years, 
Joug- 
gf Moss in Charge at Chicago 
ap- Harold T. Moss, formerly of the Met- 
e of topolitan Life, has been appointed in 
charge of the new Chicago branch office 
Jef- — of the Bankers National Life of Mont- 
pan- clair, N. J. It represents the first entry 
ting of the company into the middle western 


op: field and headquarters of the new branch 
are located at 105 West Madison street. 


Stevens Assistant Manager 


R. C. Stevens, Jr., has been named 
assistant manager of the F. O. H. Wil- 
liams agency of the Connecticut General 
Life in New Haven, Conn. He will also 
continue in personal production, special- 
izing in estate analysis. He has been for 
to - time with the Charles E. Burton 

0. 





th Butler to New Orleans 


| B. L. Butler, who has been cashier of 
| the Montgomery branch office of the 


~ mew York Life for the past 12 years, 
1as 


been appointed agency organizer of 











the same company at New Orleans. He 
will be associated with Roy S. Minier, 
formerly of Montgomery, who is inspec- 
tor of agencies in the New Orleans dis- 
trict. 


Long Beach Agency Named 


The Bankers National Life of New 
Jersey has appointed DeWitt, Havens & 
Perkins general agents at Long Beach, 
Cal. The firm is composed of Lee 
DeWitt, Paul A. Havens and E. F, Per- 
kins. Messrs. DeWitt and Havens were 
formerly with the Guaranty Mutual Life, 
and Mr. Havens, who is an actuary, was 
one of the founders and vice-president 
of the Equity Life of Omaha. 





Canada Life Manager Retires 
R. G. McCuish, Vancouver, B. C., 


manager of the Canada Life, has re- 
signed on account of ill-health. He was 
manager at Regina, Sask., for eight 
years, and for the past 13 years at Van- 
couver. 





Winter Is Named Manager 


The Protective Life has appointed 
Leroy Winter manager of the Black 
Belt Agency at Selma, Ala. He has 
been with the Tuscaloosa, Ala., agency 
and is one of the company’s biggest 
producers. 





Life Agency Notes 


J. P. N. Bruton, Dothan, Ala., agent, 
has been appointed manager there by 
the Guaranty Life of Alabama. 


L. C. Roberts of Stewartsville, Mo., 
has been named district manager for 
the A, M. Embry agency of the Equitable 
Life of New York at Columbia, Mo. He 
succeeds E. W. Merrill, recently made 
unit manager in Kansas City. 


The Volunteer State Life has ap- 
pointed W. A. Simmons as district man- 
ager in Wilson, N. C. He has had five 
years’ experience as a life man. 

W. C. Gutjahr, superintendent of the 
National Life & Accident, Huntington 
Park, Cal., has been promoted to mana- 
ger at San Diego. Supervisor E. C. 
Mason, southern territory, has been 
named Memphis 8 manager, succeeding 
Manager D. F. Shields, now at Chat- 
tanooga 2. 

Manager James A. Buchanan of the 
John Hancock Mutual Life at Cleveland, 
is on a leave of absence. J. L. Driscoll, 
assistant manager, is temporarily in 
charge of the district. 








CHICAGO NEWS 




















ACACIA BRANCH MEETS 


The Chicago branch of the Acacia Mu- 
tual Life held its annual agency meet- 
ing with A. J. Koehler, who has ad- 
dressed life agencies all over the United 
States, England and Canada, speaking 
on the technique of closing. The agency 
is staging a novel political contest dur- 
ing October, the losing political party 
to pay expenses of the winners at an 
election night party at which time the 
wives will be invited. A feature will be 
moving pictures of the agency’s visit to 
the home office in Washington, and the 
branch picnic. 

Branch Manager P. A. Trezise and E. 
K. Surridge, assistant manager, were 
among those from Chicago who attended 
the fall sales congress of the Illinois Life 
Underwriters Association at Peoria on 
Friday of this week. 

* Ke 
STARTS COMPREHENSIVE COURSE 


The Chicago branch of the Travelers 
under Manager E. B. Dudley of the 
life and accident department has started 
a comprehensive agents’ educational 
series under direction of Milton Jones, 
supervisor of the agency field division at 
the home office, who was in Chicago to 
inaugurate the course. B. H. Groves, 
educational supervisor of the branch, is 
assisting and will carry on a six months’ 
standard training program at the con- 
clusion of each class. Each class will 
meet for a week on accident insurance 
only; then the next week on life insur- 
ance, the sessions being half days. The 





next class will start Oct. 26, devoted 
only to accident; a third Nov. 30 on ac- 
cident insurance only, and then Dec. 7 
both classes will study life insurance. 
The course was especially prepared and 
is used continuously in New York and 
Hartford. A similar course of instruc- 
tion will follow in 1937. Only contract 
agents are eligible. 
+ ee 
BUDINGER AGENCY SCHOOL 


The F. J. Budinger agency of Frank- 
lin Life in Chicago is conducting this 
month its third annual sales school. The 
course is being conducted Monday and 
Thursday evenings from 6:30 to 8:30 for 
four weeks. Sixteen topics are being 
covered. About 25 are attending. The 
Budinger agency is in first place in the 
Franklin Life in business paid for so far 
this year, 

* * Xx 
SUPERVISORS POSTPONE MEET 


The luncheon meeting of the Life 
Agency Supervisors Club of Chicago, 
originally scheduled for Oct. 8, has been 
changed to Oct. 15. The meeting will 
be held in the Hamilton Club. 





The Police & Firemen’s Association of 
Indianapolis, a fraternal, has been li- 
censed in Nebraska, 








Displays to Be Feature of 
Life Advertisers’ Meeting 





When the Life Advertisers Associa- 
tion meets at the Edgewater Beach 
Hotel, Chicago, Nov. 12-14, a feature 
will be a comprehensive exhibit of the 
past year’s advertising by various life 
companies. A. Scott Anderson of the 
Equitable Life of Iowa is in charge of 
this year’s display. 

Exhibits will cover 13 different classi- 
fications, ranging from magazine and 
newspaper advertising to annual state- 
ments. The judging will be under the 
direction of Henri, Hurst & McDonald, 
Chicago advertising agency, and experts 
ef national repute have been selected 
who will give consideration specifically 
to typography, art, copy and general 
effectiveness of each entry. Awards of 
excellence will be given to three adver- 
tisers in each of three groups—compa- 
nies with $500,000,000 or more of life 
insurance, companies with $250,000,000 
and up to $500,000,000 life insurance, 
and those with less than $250,000,000. 


Leo J, S. Smith, Los Angeles, has com- 
pleted 25 years of service with the Pa- 
cific Mutual Life. He is a member of 
the home office agency staff. 








ACTUARIES | 








CALIFORNIA 


Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 


























CONNECTICUT 





Frederic S. Withington 
Consulting Actuary 
317 Willow Street 
New Haven, Conn. 
Telephone 5-6231 

















ILLINOIS 








DONALD F. CAMPBELL 
Consulting Actuary 
160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 

















Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 


Organization, Management, Tax Service 
ington Office Investment Bldg. 





INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 

















MISSOURI 


ALEXANDER C. GOOD 


Consulting Actuary 


Central Missouri Trust Company Building 
Jefferson City, Missouri 




















NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 























CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
Walter C. Green FRAnklin 3868 
———————! 

















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 
Telephone Franklin 4020 





Established 1865 by David Parks Fackier | 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Brelby 
8 WEST 4TH STREET NEW YORK 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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every Sunday 


General 
Agency Openings 
for Illinois 


Liberal first year commission 
and non-forfeitable renewal 
commission. 


Assistance in the Field, Home 
Office co-operation, 
Advertising. 


Ages 0-65. 


Double Indemnity, Triple In- 
demnity, Disability, non-med- 


savings time. 


Radio 


Writing complete line of Mod- 
ern Policies, all standard pro- 


For particulars write 


BUILDERS LIFE 
INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. 


CHICAGO 


12:45 daylight 














F. L. ALEXANDER 
President 
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THIRTY YEARS 
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PERFORMANCE 
STABILITY e¢ SECURITY 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. R. 
Field Vice-President 


JACK NEIL, Superintendent of Agencies 
LAFAYETTE, INDIANA 


. SMITH 

















Inquire of 


Your Own General Agency 


IF YOU QUALIFY 


BEN S. GRAHAM, Vice Pres. 


UNITED STATES LIFE 


INSURANCE COMPANY 


101 Sth Ave. NEW YORK 





SALES MEETINGS 





Cox Outlines 1937 Campaign 


Union Central’s President, Col. Dunham, 
Address $250,000 Club Rally at 
White Sulphur Springs 








Details of an aggressive 12 months’ 
sales campaign were announced by 
President W. Howard Cox in a talk 
opening the annual convention of the 
Union Central’s $250,000 Club at White 
Sulphur Springs, W. Va. The theme of 
the meeting was “The Answer Is Sales- 
manship.” There were 120 agents, about 
70 managers and general agents and 
home office officials attending. The club 
president installed was A. A. Ebenstein, 
of the Trueblood agency, Los Angeles, 
who paid for $1,250,000. A man new to 
life insurance is vice-president, Paul 
Leinbach of Reading, Pa., who paid for 
$630,000 since entering the field last No- 
vember. 

The C. B. Knight Agency of New 
York had the largest delegation attend- 
ing, 22 agents, runners up being the 
Philadelphia agency of Harry New- 
man; H. A. Zischke agency, Chicago, 
and B. A. Weidermann Agency, San 
Antonio, Tex, 


Col. Dunham on Program 


Col. H. P. Dunham, former Connecti- 
cut commissioner, now vice-president 
American Surety, was a surprise speaker, 
being a close friend of President Cox. 
He spoke of the company, its executive 
personnel and responsibilities placed on 
the life insurance institution by modern 
economic circumstance. 

Judd C. Benson, general manager Cin- 
cinnati agency, spoke of the changed 
life insurance market. The problems 
that are met are different than in the 
past, he said. Formerly life agents com- 
peted for dollars earmarked for some 
sort of investment; today they compete 
for dollars that commodity merchan- 
disers are urging the public to put into 
consumer goods. Agents now must 
make heads of families realize that pro- 
tection for their families and for old age 
is more important than purchase of prod- 
ucts. 

Vice-president Jerome Clark spoke on 
management of the agents’ business. 
They must “custom fit” the policy to 
the prospect’s needs, Besides prospect- 
ing, manufacturing and selling, the agent 
has to do his own managing. It is in the 
management side where the losses are 
sustained. Careful selection of selling 
plans, strict attention to methods of 
payment, the importance of the persist- 
ency factors of each sale, all must be 
taken into consideration, Life insurance 
selling is a means of livelihood, not an 
intellectual pleasure, he said. “I believe 
we must acknowledge the fact that 
we’re in this business to make a living. 
In the long run we will benefit our pol- 
icyholders as well as ourselves if we do 
so.” 





Officials on Illinois Tour 


W. R. Chapman, assistant director of 
agencies Northwestern Mutual Life. 
and H. R. Ricker, assistant secretary, 
are making a field trip in the Illinois 
territory this week. Tuesday they were 
in De Kalb, Ill., to attend a meeting 
of the B. J. Stumm agency of Aurora, 
held at De Kalb in, honor of Cormack 
& Gilmore, district agents there who 
won the President Cleary district 
agents’ cup for the third time. 

On Wednesday they were in | 
paign at the R. W. Winter district 
agency, and at noon Mr. Chapman was 
principal speaker at thé local asso- 
ciation of life underwriters’ luncheon. 
Both officials attended an all-day meet- 
ing of the Ray Becker agency at Pe- 
oria Thursday, and Friday they are in 














Springfield for a meeting of the central 





Illinois agency of E. E. Cantrall. 





Rural Field Is Undeveloped 


Opportunities Told by L. A. Williams of 
Country Life at Chicago Victory 
Celebration 





—_———- 


Tremendous opportunities for life 
agents can be found in the agricultural 
population of this country, declared 
L. A. Williams, general manager Coun- 
try Life of Chicago, at the victory ban- 
quet of the company’s two-day celebra- 
tion in that city. The convention com- 
memorated the company’s writing of 
$100,000,000 of insurance in less than 
eight years of existence. Personal pro- 
ducers and home office men appeared on 
the program which was climaxed by 
the banquet. 

With improved conditions, Mr. Wil- 
liams declared, the rural field offers un- 
limited potentialities for selling life in- 
surance. This class of prospect has been 
somewhat neglected in the past due to 
the fact that farmers in general have 
only recently begun to apply modern, 
scientific principles to their operations. 
Agriculture as a factor of national im- 
portance, he said, has been slow to 
achieve recognition but the attention it 
is now getting from the federal govern- 
ment is proof of its importance to busi- 
ness. Mr. Williams predicted a new era 
in agriculture wherein the farmer would 
assume his true place in the economic 
scheme of things. The Country Life, he 
said, entered the field in Illinois because 
an exhaustive survey showed that the 
vast majority of farmers in that state 
had no or insufficient protection. Life 
agents have a responsibility to bring the 
message of life insurance and its se- 
curity to farmers as they have a vital 
need for that type of protection. 


Others on Program 


A. J. McAndless, executive vice-presi- 
dent Lincoln National Life, congratu- 
lated the Country Life on its remark- 
able achievement and told something of 
the development and growth of the life 
insurance business as a whole. Security 
and stability, he said, are the prime 
factors in its acceptance by the public. 
C. B. Robbins, counsel and general 
manager American Life Convention, 
also extended congratulations on behalf 
of his organization. Talmadge DeFrees, 
vice-president of the company, who 
spoke in the absence of Donald Kirk- 
patrick, general counsel, outlined details 
of the setup of the organization and told 
something of its early history. The 
achievement in writing $100,000,000 of 
business in such a short time, he de- 
clared, is evidence that the company is 
fulfilling a distinct need. 

Leading producers from around the 
state were given recognition at the be- 
ginning of the banquet program. Among 
guests introduced to the agents was 
S. F. Clabaugh, president Protective 
Life of Birmingham. 





Northwestern Mutual Men 
at St. Louis Agency Rally 





Dr. D. E. W. Wenstrand, medical di- 
rector Northwestern Mutual Life, and 
U. H. Poindexter, assistant director of 
agencies, represented the home office at 
an agency meeting and dinner on the 
occasion of the fourth anniversary of 
C. H. Poindexter as general agent in St. 
Louis. Among the guests was Howard 
Hatfield, production manager of the 
Mack general agency in Cincinnati. Mr. 
Poindexter addressed an agency meeting 
at noon when plans for the fall cam- 
paign were discussed and also spoke at 
the dinner held at the Bogey Club that 
evening. Dr. Wenstrand, who succeeded 
Dr. John Welton Fisher as medical di- 
rector of Northwestern Mutual on Aug. 
1 this year, was the principal dinner 
speaker. This was his first trip to the 








field since his appointment and comp, 
examiners from the nearby terry, 
were invited to attend. "7 
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Mid-Continent Winners Meet 


Sixty officers, general agents a 
field men of the Mid-Continent Lif J 


Oklahoma City visited the FronjfiliMew Ensk 
























Centennial at Fort Worth, Tex., recens, Genera! 
on a trip as a reward in a recent gj, 
contest. They went there from al] bald 
of Oklahoma, Arkansas and Texas, ) 
E, Leonard, agency manager, was me DENVE 


charge. R. T. Stuart, president; R, yyy the M 
Reece, vice-president and secretary, a:massociatio! 
V. L. Reyuolds, treasurer, were presen nderwrite 
‘By Allen £ 
York; J. 
nd Isade 
{utual, 0 
Mr. Sa 
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Travelers Rally in Green Bay 


T. H. Richey, manager of the Mil 
waukee life and accident office of th 
Travelers; H. Lee Minton, ASSOCiate 
manager, and Clyde Whitley, assistayfimpext yeat 
manager, conducted a sales meeting ifm Guy © 
agents in the Green Bay, Wis., districy nssociatio 
in that city. tee chairn 
will be a 
weeks. 
erson of 
National 
ver Oct. 
annual 1 
ciation © 
meeting 
terson p! 





Penn Mutual’s Utah Meeting 


Agents attached to the Salt Lake Cit 
general agency of the Penn Mutual Li 
held a three-day convention at Bryy 
Canyon. W. A. Carter, general agent 
was in charge. Agents were present 
from a wide area, including points in 











Utah and Idaho. With 1 
a assistant 
Protective Trip in Canada fp‘! 
. . . . e 
The Protective Life of Birminghan {and t! 
has announced its 1937 agency conven. carted. 
tion trip will include Niagara Falls, the A tall 
St. Lawrence River, Montreal, Quebe: fi yas giv 
and other Canadian points. One agen \r. R 
has already qualified for the trip, I examin 
although just returned from the 1936 
convention, a cruise to Central America, 68 
Cinch 
Sales Meeting at Portland, Ore. W 
Leading producers of Mutual Benefit 
Health & Accident and United Benefit Lead 
Life gathered at Portland, Ore., for a J writers 
business session and banquet. The home & the clz 
office was represented by C. E. Forbes, & that it 
first assistant to the president, and & ization 
D. O. Brovan, life agency manager. only b 
sociati 
Sales Meeting Notes j ype 
With about 50 persons in attendance, 2 = 
the National Guardian Life held a Dec. ‘ 
agency meeting in Columbus, O. Ben The 
Paugh, manager of the district, was in claim 
charge and among the speakers wer —& ; | 
Vice-president Richard Boissard and Su- | ized 
pervisor of Agents Paul Cranefield of that 
the home office, and Avery Clinger of states 
the Ohio National Bank. Ff 
At Little Rock, Ark., Z. T. Wood, sec: wees 
retary of the Union National Bank, and stam| 
Weldon Crawford of Charlotte, N. C, socia 
former Little Rock agent, were guest Thes 
speakers at a sales meeting of Arkansas h 
agents of the Penn Mutual Life. Other at t 
speakers were Paul Jernigan, Paul At- in 19 
kinson and Allan Gates of Little Rock, Cine 
and H. A. Wood of El Dorado. Tt 
' to h 
Horner Insurance Luncheon from 
The Illinois Insurance Committee, B mar! 
which is working in behalf of the reelec- F until 
tion of Gov. Horner, announces there spec 
will be a luncheon rally for Horner in 
the Hotel Sherman Oct. 22. On the i 


program, in addition to Horner, will be 
Ernest Palmer, director of insurance. A the 


special guest will be State’s Attorney littl 
Courtney of Cook county. The commit inst 
tee is extending an invitation to agents, ay 
brokers, and company representatives to Ari 
attend. The committee chairmen are: | 
C. E. Nolan, general chairman; Fred C. 
Bracken, publicity; A. E. McKeough, or 
arrangement and seating; Roy L. Davis, Oh: 
ticket. Oc! 
The Illinois Insurance Committee has fer 
released for distribution a 12-page illus- = 


trated booklet, “The Insurance Depart- 
ment Under Governor Horner.” 

Roy L. Davis was interviewed over 
the radio by J. Hawley Wilson, Peoria, N. 
from Station WMBD Thursday evening Cl 


on “Protecting Policyholders.” There M 
was a statewide hookup. This broadcast co 
was on the evening preceding the annual pe 








sales congress of the Illinois Associa- a 
tion of Life Underwriters. ; 














tober 9, 1936 


LIFE INSURANCE EDITION 








ctober 9 Wy 









































and compa fame a 
bY tetris 

““ll NEWS OF LIFE ASSOCIATIONS 
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ew England Mutual Man to Be in 
General Charge of the Denver 














Pein ms National Convention 

™ all par 

Texas, } : 
Ber, was DENVER, Oct. 8—At the meeting 
dent; R WM the Managers & General Agents 
Cretary, afm ssociation a report of the National life 





nderwriters convention was. delivered 
‘, Allen H. Nye, Equitable Life of New 
Vork; J. Stanley Edwards, Aetna Life, 
ind Isadore Samuels, New England 
{utual, national committeeman. 


ETE Dreseny 






en Bay 
of the My 










Ce of tM Mr, Samuels was _ elected general 
» ASsocilhairman of the national convention 
Y, ASsistanMmmext year in Denver. 
meeting yf Guy Gay, president of the Colorado 


iS., distrig association, said the remaining commit- 
ee chairmen for the national convention 
vill be appointed within the next two 
weeks. He announced that A. E. Pat- 
terson of Chicago, new president of the 























Lake City National association, will arrive in Den- 
‘Utual Lif er Oct. 20. It is planned to have the 
oo. annual meeting of the Colorado Asso- 
Tal agen MM ciation of Life Underwriters at a night 
€ presen I meeting then in order to have Mr. Pat- 
Points in MM terson present. 
With the arrival of Maxwell Hoffman, 
assistant general manager of the Na- 
ada tional association, Oct. 20, a meeting will 
: be held by the convention committees 
minghan fF and the preliminary arrangements 
Conver: HE started. 
Salls, the A talk on mutual benefit associations 
Queber was given at the luncheon meeting by 
ne agent MH Mr. Reese, formerly state insurance 
= trip, examiner. 
“ws 1935 * *k * 
merica, e e 7. 
Cincinnati Men Take Issue 
Dre, With Claims of Pittsburgh 
Benefit 
Benefit Leaders in the Cincinnati Life Under- 
» fora & writers Association are taking issue with 
i home JF the claim of the Pittsburgh association 
Forbes, that it is the second oldest such organ- 
it, and ization in the country, being antedated 
ger. & only by that in Boston. Pittsburgh as- 
sociation entered that claim in connec- 
tion with the announcement of plans for 
dance E 2 golden jubilee meeting in Pittsburgh 
ld an Dec. 7. 
m... _ The Cincinnati people set forth the 
were @ Claim that their association was organ- 
1d Su ied in 1872. C. Vivian Anderson of 
on : ' that city, former national president, 
: states that he has in his possession a 
, sec brass baggage check on which is 
, and stamped “The first underwriters as- 
e sociation—organized Cincinnati 1872.” 
ansas These checks, he states, were given out 
Other at the national convention in Cincinnati 
Lt fF in 1902, the thirtieth anniversary of the 
Cincinati association. 
The Cincinnati association, according 
" to Mr. Anderson, has kept its identity 
from the time of its organization, pri- 
ittee, marily as a general agents organization, 
elec until about 1910 when it was opened to 
here special agents as well. 
P * * Ok 
1 be Salt Lake City—Frank Mozley, veteran 
ih agent of the Beneficial Life and one of 
se the organizers of the Deans’ Club, a 
Ps little exclusive group of outstanding life 
nit- Insurance field veterans, has been elected 
nts, second vice-president, succeeding Sharp 
: to W. Daynes, who has moved to Phoenix, 
re: Ariz, 
GC * * * 
gh, Hutchinson, Kan.—President Richard 
vis, O’Kief announced that Guy Glascock, Jr., 
Ohio National Life, will be the speaker 
™ Oct. 10. Lee Wandling, recently trans- 
ferred to Wichita from St. Joseph as 
1S- district manager of the Equitable of 
rt- New York, will speak Oct. 24. 
- * * Ox 
ia, ny Memphis—Harper Sibley of Rochester, 
1g Chant president of the United States 
he M er of Commerce, — addressed the 
emphis association while here for the 
st convention of the Mortgage Bankers As- 
al Sociation of America. He is a cousin 
1- of Bolling Sibley, Memphis general agent 
of the Penn Mutual. 














Claris Adams at Columbus Group Meet- 
ing Stresses Nationalistic Sig- 
nificance of Policies 





Life companies of this country in the 
five depression years paid out almost 15 
billions to policyholders and beneficiar- 
ies, a sum greater than government 
relief in the same period, Claris Adams, 
president Ohio State Life, told the Co- 
lumbus, O., association. The life pay- 
ments, however, represented an alloca- 
tion of funds accumulated by private 
thrift to the great social purposes for 
which they had been laboriously col- 
lected through personal sacrifice, he 
said. They were dividends upon an “in- 
vestment in self reliance and financial 
independence, and the fruits of the 
sound growth of a great free enterprise. 
They helped to carry a social burden 
otherwise intolerable even for the rich- 
est country on earth. Furthermore, they 
contributed to the enrichment and not 
to the impoverishment of the nation. 

Assets of life companies, however, 
increased in the depression years. Con- 
fidence in strength and safety of the 
institution engendered by its fine rec- 
ord caused the people to save a larger 
proportion of their income through life 
insurance than ever before. The assets 
of nearly 25 billions and more than 100 
billions in insurance in force, Mr. 
Adams said, prove that Americans be- 
lieve that saving—not spending—is the 
only “sure road to economic freedom 
and the more abundant life.” 


Strong Social Significance 


“The institution of life insurance is 
a public asset, capital in nature and 
national in significance,” he said. ‘“Di- 
rectly or indirectly, it serves the whole 
people. It generates economic power, 
which, transmitted through the basic 
business enterprises of America, sup- 
plies commercial energy to every sec- 
tion of the country and every portion 
of the population. It supplements other 
institutions of finance with resources 
which they cannot command and func- 
tions which they cannot perform. As a 
social force, its influence is universal. 
It is a stabilizing force which makes 
for the maintenance of the existing or- 
der. The purchase of a policy implies 
confidence in the efficacy and faith in 
the permanence of our institutions. It 
commends the concept of capitalism, 
the institution of private property, the 
orderly processes of government, to 
posterity. Life insurance brings an in- 
dependence to the individual which is 
itself an important social force in a free 
nation.” 

* ok Ox 


Oklahoma—Reports of the National 
convention were given by Jesse T. Owens 
and George Summy. Robert T. Shipley 
was named executive committee chair- 
man and Homer Jamison, national com- 
mitteeman. E. E. Dale, vice-president, 
has removed to Dallas. His successor 
will be named later. 
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Meeting of Kramer Agencies 


Representatives of the Fred E. Kramer 
agencies of Erie, Pa., at a meeting there 
in honor of the approaching birthday of 
T. W. Appleby, president Ohio National 
Life, pledged more than $250,000 of paid 
for business for October. That is Presi- 
dent’s month. The Kramer agencies 
have led the Ohio National in volume 
and paid premiums during the past two 
years. 

The guest speakers at the meeting 
were Emmett Millholland of Columbus, 
O., assistant manager there for Ohio 
National Life, and leading personal pro- 








ducer for the company; and W. W. 
Powell, investment banker of Erie. 

Mr. Millholland discussed salesmen’s 
needs and wants, time control, securing 
prospects and closing. 

Mr. Powell, in discussing “The Rela- 
tionship of Investment Securities to Life 
Insurance” dwelt upon the facts of in- 
vestments chosen by insurance compa- 
nies to insure safety and income, 





Plan Appleby Campaign 

LANSING, MICH., Oct. 8.—Plans 
for the October production campaign in 
honor of the birth month of T. W. 
Appleby, president of the Ohio National 
Life, were discussed at a meeting here 
in charge of Noble E. Glassbrook, resi- 
dent superintendent. The Michigan 
agency is 8 percent ahead in new busi- 
ness for the year. 





Celebrating 15th Anniversary 


The Howard C. Lawrence agency in 
Newark, N. J., for the Lincoln National 
Life has started on its 15th anniversary 
year and -is conducting a number of 
contests to establish new production 
records. All applications are overprinted 
with the words “Fifteenth Anniversary 
Year.” Mr. Lawrence is a former presi- 
dent of the Life Underwriters Associa- 
tion of Northern New Jersey. 








M. C. Nelson, Des Moines, Equitable 
Life of New York—lIowa agency paid for 
more than $9,000,000 business during the 
first nine months, a gain of $165,000. 
Every month since March showed a gain. 
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SEPTEMBER PRODUCTION FIGURES 


The J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City paid for $1,193,175 in September 
as against $2,207,269 for September, 
1935. Total paid business for the year 
to date is $16,737,505 as against $25,224,- 
221. 

The Charles B. Knight agency of the 
Union Central Life in New York City 
paid for $1,018,000 in September as 
against $1,368,438 and for $15,540,336 in 
the first nine months, as against $21,- 
354,928. 

The H. L. Wofford Agency of ‘the 
Prudential in New York City paid for 
$471,338 in September, a 46 percent in- 
crease over September of last year. The 
agency paid for $4,204,035 which is a 
10 percent gain over the first nine 
months of 1935. 

* * * 


DRIVE FOR MANAGER KLEIN 


More than 100 agents of the Joseph 
D. Bookstaver Agency of the Travelers 
in New York City have inaugurated a 
campaign to honor the agency’s man- 
ager, Elias Klein, who is celebrating 
his twenty-fifth anniversary with the 
agency. The drive will continue to the 
end of this year. Harry Morris, chair- 
man of the committee, has already re- 
ceived a number of applications from 
agents on their own lives as their per- 
sonal tribute to Mr. Klein. An unusual 
feature of the campaign is that a vice- 
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TRAINING COURSES AND 
SALES PROMOTION AIDS 
WHICH LEAD TO SUCCESS- 
FUL PROGRAM SELLING. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Birmingham, Alabama 


FRANK P. SAMFORD, President 
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30-YEAR RECORD OF STABILITY 


(1) 30-year record of stability. 
(2) Compact operating territory—closer cooperation. 
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(3) Agency-minded home office personnel. 
(4) 5th among Iowa companies in Iowa business written, 


1935. 


(5) Wide range of modern policies. 
(6) Men and women written on equal terms. 
(7) Agents’ direct mail advertising help. 


Choice territories now available—Write 
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president of another life company who 
is a personal friend of Mr. Klein, sub- 
mitted an application for insurance on 

his own life as his personal tribute. 

*x* * * 

HOME OFFICE ASSESSMENTS 
Life company home office buildings, 
as. usual, bulk prominently in the list of 
assessments for New York City. The 
.Metropolitan Life leads with an assessed 
valuation for next year of $29,580,000 as 
against $29,845,000 for this year. Other 
large assessments include the New York 








HOME OFFICE @ VAN WERT, OHIO 


OPENINGS 


Openings in Ohio and Illinois 


for a limited time under our 


unusually liberal agent's and 
general agent's contracts with 


attractive renewals, keen home 


office cooperation, field super- 


visory. service without cost. 


All standard forms, including 
«a 


juvenile and annuities. « 


COMPLETE 
DETAILS 





¢C. E. LINDEMANN 
Superintendent of Agencies 


THE 


GENERAL MUTUAL 
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“Sweetest Income 
in America”’ 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 








Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 

Our book “The Sweetest In. 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter- 
Ocean Agencies. 

If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 








Life, whose $19,500,000 assessment re- 
mains the same for next year, the Equi- 
table Life of New York, whose figure 
of $13,750,000 continues unchanged, and 
the Mutual Life of New York’s build- 
ing which remains at $9,000,000. 
*x* * 
SUPERVISORS MEET OCT, 15 
The New York City Life Supervisors’ 
Association will hold its first luncheon 
meeting of the season at the Governor 
Clinton Hotel Oct. 15. There will be 
no outside speaker, the meeting being 
devoted to association business and dis- 
cussion of the program for 1936-37. 


Social Security Compliance 
Procedure Now Developed 





(CONTINUED FROM PAGE 3) 


ment of account numbers. Mr. McCor- 
mack estimated that the board will have 
to maintain wage records of about 25,- 
000,000 persons eligible under the act. 
If the board, itself, were to maintain 
contact with those eligible and prop- 
erly service their accounts, it would 
mean approximately 15,000 of tempo- 
rary personnel and thousands of branch 
offices 
trained and more or less temporary 
help. 

However, he stated, arrangements 
have just been made with the U. S. 
Postoffice Department, which has placed 
the necessary facilities at the disposal 
of the board. Service will be extended 
through 1071 first class postoffices, 44,- 
525 second, third and fourth class post- 
offices and to some degree through 
classified branches and contract stations 
totalling 6,389. This will provide a na- 
tional, closely unified organization and 
will prevent duplication of effort, un- 
necessary increase in personnel, space 
and expense and the greatest efficiency 
will be achieved through well trained 
government employes. 


Prospect Cards Used 


Similar to the way in which agents 
maintain prospect files, Mr. McCormack 
stated a simple, concise, “prospect” card 
has been devised so that the Bureau of 
Federal Old Age Benefits may set up 
a list of its prospects for participation 
under the act. The card represents the 
individual application of an employe for 
assignment of a social security number 
to his individual account. In much the 
same manner as a life company num- 
bers its policies, the board will give each 
account a number. The employer makes 
subsequent reports on wages by name 
and number and_ regardless of where 
the employe may move or how many 
positions he may change, the account 
number and name as appearing on the 
records will always be given whenever 
a wage report is made. The card is 
unusually brief and simple, Mr. Mc- 
Cormack said, and will greatly simplify 
the task of maintaining records on 25,- 
000,000 eligibles. 

The field organization of the board 
has also been developed along the lines 
of the agency forces of life companies. 
Mr. McCormack served as chairman of 
the field committee, which developed 
details of the plan. Many life com- 
pany men were also consulted before 
the final setup was adopted. The plan 
is built around 12 regional offices, which 
will coordinate the various activities of 
the board nationally. Offices will be 
located in large industrial centers and 
all important cities, and branches of 
these offices will service the more re- 
mote areas. Office managers, their as- 
sistants, clerical staffs and field men, he 
said, are being trained for this work. 
Efficient and economical administration 
were the prime factors considered in 
setting up the organization. 

Mr. McCormack further declared that 
a larger administrative field staff will 
not be built until the need for it is ac- 
tually demonstrated. Of course, he said, 
many procedures have yet to be ef- 
fected and there are other problems 








which must yet be solved. There is 


with hastily recruited, hastily’ 
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Coast Leaders Meet Lincoln 





President of Metropolitan Life and 
Other Executives Attend Series of 
Rallies in Far West 





Some 300 Metropolitan Life leaders 
in production from California met Presi- 
dent Leroy A. Lincoln and a group of 
other home office officials at a one day 
sales congress at Del Monte. The morn- 
ing session was given to papers on vari- 
ous sales policies read by selected lead- 
ers. At the banquet President Lincoln 
presided. Home office vice-presidents in 
attendance were: Frederic W. Ecker, 
Ernest H. Wilkes, Henry E. North, and 
Frederick J. Williams. J. A. Dunn of 
the publicity division was in attendance. 
John H. Almy, superintendent of agents, 
introduced the leaders. 

This was one of the series of state 
sales conferences being held in the terri- 
tory. The first was at Yellowstone Park. 
Then a sales conference was held at 
Victoria, B. C. In conjunction with the 
sales meetings general conferences were 
held in the various cities such as Seattle, 
San Francisco, Portland and Los An- 
geles. At these conferences President 
Lincoln met with the superintendents, 
managers and assistant managers in the 
morning. Following these business ses- 
sions a luncheon was held at which all 
the agents were invited to meet the pres- 
ident. These general meetings have been 
held throughout the country for the pur- 
pose of having the 2,500 agents meet 
President Lincoln who took office 
March 1, 

At the Los Angeles general confer- 
ence to be held Oct. 13, the president 
will present the veterans’ trophy to the 
San Pedro staff. It was won for the 
year 1935. This is the first time this 
trophy has been awarded a Pacific Coast 
agency. 


Goal of Kentucky Central 


A goal of $10,000 increase in 1936 has 
been set by Kentucky Central Life & 
Accident. September was set aside for 
a special production effort in honor of 
Secretary T. O. West, who observed his 
33rd anniversary with the company. The 
company is making fine progress under 
the leadership of President E. H. Speck- 
man, who was advanced to that office 
from that of vice-president early in the 
year. 








Western & Southern Changes 


R. E. Murphy, formerly Western & 
Southern manager at Flint, Mich., has 
been transferred to Springfield, O., 
where he succeeds Carl Wolcott, who 
recently died after 13 years’ service. 
W. F. Antrobus has been advanced from 
superintendent at Middletown, O., to 
Hamilton, O., manager, succeeding J. G. 
Yocom, who has been transferred to 
Canton. R. J. Mann, formerly Canton 








the claims division which must main- 
tain close integration with the records 
division. However, the work is going 
forward rapidly and minor details will 
be worked out as quickly as possible. 
Of paramount importance, Mr. Mc- 
Cormack declared, is the fact that the 
social security act is manifest recogni- 
tion that something must be done about 
the problem of the insecurity of old age. 
In this respect, he said, both life insur- 
ance and social security “extend minis- 
tering hands to those in need.” Pur- 
poses are similar for each. Life insur- 
ance provides the service of trusteeship, 
whereas social security will find its trus- 
teeship in service. Where life insurance 
—solid, inspiring, secure and a deposi- 
tory for savings—will fulfill its partic- 
ular purpose, social security will “sup- 
plement its magnificent service, hoping 








to emulate its splendid record.” 





manager, has been transferred ty 
cinnati East succeeding Charles Un 
who has obtained a leave of absence, 
cause of illness. 





Glore Cincinnati Manager 


W. E. Glore, who has been hon 
fice representative of the Kent 
Central Life & Accident, has | 
named Cincinnati manager, succes 
E. W. Steffy. Mr. Glore has been yj 
the company 20 years, starting in Lo 
ville. He has served in Indianapg 
and Columbus, O., as manager, 
Steffy will be transferred to another § 
trict and is remaining at the home, 
fice an Anchorage, Ky., a short tine 

















corresponding month of 1935. 

Yeomen Mutual Life—Reports 18 pe- 
cent increase for September, in spite ¢ 
the 8 percent decline of general life is. 
surance sales for the country as a whol, 
Prospects for October volume are tt 
ported as even greater than Septembe. 
A “Thanksgiving Turkey” bonus can: 
paign is announced for October. Al 
agents who turn in at least four appl: 
cations for a minimum of $8,000 of com 
pleted business in October will 
awarded a 12-pound turkey. 

Hugh C. White, Connecticut Mutual, 
Detroit—Paid for more than $800,000 of 
new business in September, breaking all 
records for a month’s production in the 
history of the agency. 

R. M. Ryan, Equitable of New York, 
Detroit—Largest paid volume in Septem- 
ber in the agency’s history—$1,606,000. 
ore than double that of Septembel, 


Patterson, Hull to Southwest 


President Alexander Patterson of the 
National Association of Life Underwt 
ters and Managing Director R. B. Hull 
will attend the American Life Conver 
tion meeting in Dallas next week, aftet 
which Mr. Patterson will go to Denver 
to discuss arrangements for the 1937 
national convention and Mr. Hull will 
address a series of joint meetings of life 
underwriters associations, civic clubs and 
chambers of commerce in Fort Worth, 
San Antonio, Houston, Oklahoma City, 
Little Rock and Memphis. 





New Duluth Agency 


The Guardian Life is opening a new 
agency in Duluth, Minn., with Charles 
I. Nordstrom as manager. Mr. Nord- 
strom was formerly manager in Duluth 
for the Equitable Life of New York 
and then went to St, Paul, Chicago and 
New York for that company, acting aS 
an assistant agency manager in the lat- 





ter city. 
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Jackson, Tenn., Manager Killa 4 jury. 
J. L. Beasley, Jackson, Tenn, name lhe 
ager for Interstate Life & Accident, ym ‘ate™ 
killed in an automobile accident yegmm an ™ 
Covington, Va. He entered the sen {rom 
ice of Interstate in 1924 and served gam which 
manager at Vicksburg and Dyersbygm of the 
Tenn., as well as at Jackson. trot 
provid 

Western & Southern Veteran Dies _ 

C. M. Wolcott, 51, for 17 years maf The | 
ager at Springfield, O., for the Westen of the 
& Southern Life, died there. He hf q frat 
been ill three months. comp 
ame cvide 

——B opera 
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Bankers Life, Iowa—New life insu ue 
ance written and paid-for in Septemie— man 
was more than 10 percent ahead of tke fend 
corresponding total for September, 193, en 
September production this year wage !ack 
$4,637,050 as compared with $4,2104) 9% ‘uti 
in September, 1935. September was thi 8°" 
fourth consecutive month in which nevfe or! 
business has shown a gain over th = 
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LEGAL RESERVE FRATERNALS 











Royal Neighbors Wins Suit 


asferreq t 
Charles t 
© of absence, 





Request of Seven East St. Louis Mem- 
bers for an Injunction and Ac- 
counting Is Denied 





















Manage & ? ee 

b rhe request for an injunction and ac- 
the. ond ae of the Royal Neighbors of 
ent, has We \merica, Rock Island, Ill, sought in a 
yer, Success vit filed against the fraternal and eight 
has been “Mi its officers by seven East St. Louis 
rting in Log members, has been denied in a de- 
N Indianaygmecision rendered by Judge Mudge in St. 
Manager, \mECclair county circuit court at Belleville, 
to another glam lll The ruling held that amendments 
the home qqmto by-laws adopted in 1935 by the Royal 





Neighbors are valid and that the officers 
have managed the society honestly and 
diligently. The case was tried without 


. Short time 







Ser Killed a jury. 

Tenn, The suit sought an accounting of the 
Accident ym fraternal’s management and requested 
accident a an injunction to restrain the society 
ed the sen from enforcing the amended by-laws, 
ind served gam which were adopted at a special session 
1 Dyershyjme of the organization’s supreme camp in 
on. Detroit, Sept. 23-24, 1935. The by-laws 

provide for a readjustment in rates of 
teran Dies members admitted prior to Sept. 1, 1919, 
; with options to conserve their assets. 
| > Cars may The plaintiffs contended that adoption 
the Westeall® of the by-laws changed the society from 
re. He ha a fraternal to an old line life insurance 

company. Judge Mudge ruled that the 
ene “viderice failed to show the organization 


operated as anything except a fraternal 
S society and he declared the society 100 
percent solvent. 











sl In refusing an accounting, the court 
" life insy.fM\ ruled that “evidence indicates no mis- 
Septem management of the affairs of the de- 
head of thi fendant society by eight individual de- 
mber, 193; fendants, or any of them; no fraud; no 
year waf lack of fidelity or inattention to their 
$4,21043—% duties.” L. A. Knight of Rock Island, 
er was tht— general attorney of the Royal Neigh- 
which nev bors, appeared for the company, along 
over thi with S. E. Ferguson, ‘Chicago, and 
5. ' Bruce A. Campbell of East St. Louis. 
rts 18 per. 
n spiteoi® Test of Iowa Tax Against 
‘al life in FS 
sa who Fraternals Being Started 
€ are re 
eptember DES MOINES, IA., Oct. 8.—Trial 
a ee of the suit of the Modern Woodmen 
gl a | and Woodmen of the World against the 
“pf Ppl Iowa department to enjoin collection of 
oe «22 Percent premium tax, was scheduled 
will be to begin in federal district court here 
this week before a three-judge court— 
Rye U. S._ Circuit Appeals Judge Thomas, 
ie b Fort Dodge, Ia.; District Judge Scott 
yds of Sioux City, and District Judge 
Dewey of Des Moines. Constitutional 
w York, questions are involved. The _ societies 
Septem- claim that as fraternal beneficiary asso- 
,606,000, ciations they are not subject to the tax. 
tember, 
Missouri Issue Confused 
— Insurance Superintendent O’Malley 
and the fraternals, as a political cam- 
of the paign issue in Missouri, became further 
derwri- confused with the statement on the part 
3. Hull of J. W. Barrett, Republican nominee 
Onver for governor, that his Democratic op- 
—— ponent, L, C. Stark, had made a “secret” 
v 


t Promise not to reappoint Mr. O’Malley 
| = as insurance superintendent. Barrett 
| wi said that he had been given this infor- 


of - mation: by a “high official” of the Mod- 
dS . ern Woodmen. Before the primaries 
/orth, the fraternals were unable to get com- 


City, mitments from Stark that he would not 
reappoint Mr. O’Malley. 

Stark denies that he has made any 
such promise. He did say that he would 
assure the fraternal societies a fair deal. 


new He said he is opposed to taxing any 
arles Properly conducted fraternal society that 
ord- IS not operated on a profit basis. 

uth _ Mr. O'Malley states that in address- 
fork ing the annual meeting of the Missouri 
and Association of Insurance Agents Thurs- 
y as day of this week he will make a reply 
lat- to some of the charges that Barrett 

has made. 














Devotes Life Since 16 to 
Service as Fraternalist 











THOMAS H. WALTERS 


Thomas H. Walters, who was elected 
at the New York City annual gather- 
ing of the National Fraternal Congress 
as president of the Presidents’ Section, 
is general manager of the Junior Order 
United American Mechanics, Philadel- 
phia. He is a dyed-in-the-wool fratern- 
alist, for he became interested in the 
work when he was only 16. 

Mr. Walters was born in Wilmington, 
Del., October 20, 1872. His parents 
moved to Philadelphia when he was 
young and he has lived there ever since, 
At the age of 16 he joined the Junior 
Order United American Mechanics, and 
thus has been interested in that order 
for 47 years. Mr. Walters was state 
councilor of Pennsylvania, the head of 
the order in the state. He also was 
national councilor, the executive head of 
the entire organization in the United 
States. Under his direction the order 
has been materially advanced. Mr. Wal- 
ters in his time has served in nearly 
every position of prominence in the or- 
ganization. He has been general man- 
ager of the funeral benefit departrnent 
and beneficiary degree. 

He has been a powerful factor in tke 
order, his ability in organization and 
management work proving of great value 
to the order. He has always been a 
firm believer in the fraternal system. 
Mr. Walters also has been active in the 
business world, having organized a trust 
company and several real estate compa- 
nies. He was very successful in busi- 
ness until called to head the society. 

He turned over his real estate busi- 
ness at 5th street and Allegheny avenue, 
Philadelphia, to his son, L. S. Waiters, 
who now continues the business under 
the name of L. S. Walters Company. 

Mr. Walters is a member of several 
fraternal societies, various branches of 
the Masonic Order, including Blue 
Lodge, Chapter, Commandery, Consis- 
tory and Shrine. 





Brotherhood Officials to 
Face Trial for Fraud Soon 


FORT DODGE, IA., Oct. 8.—Trial 
of four former officers of the Modern 
Brotherhood of America, Mason City, 
Ia., and C. R. Parks, Chicago insurance 
broker, on charges of using the mails 
to defraud, has been set for Nov. 10 in 
federal district court here. The Brother- 
hood officers involved are Albert Hass, 
Mason City, former president; W. P. 
Curtis, Chicago; W. A. Knight, Battle 
Creek, Mich., and F. C. Parnell, Bos- 





ovat Neigueors of America 








@ One of the largest fra- 
ternal benefit societies. 


Membership 
598,014. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$56,686, 146. 


® Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$87,937,415. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$467,330,469. 


@ Provides free health 
service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-ONE YEARS 
Or SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 








now has over 


THIRTY-FOUR YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 





Our Own Home Office Building 
a consistent growth since its organization in 1902 as a purely fraternal association, and 


$164,700,000.00 
Insurance in Force with Total Assets over $20,414,200.00 
A REMARKABLE SIX-YEAR DEPRESSION RECORD 


Ramee, DOs Bi Aas C6 batneas éuccdecadavaqedaseseubencactexsansacees $ 9,330,284.14 


YP ae) Ae 
(Increase 118.8%) 
Insurance, December 31, 1929 
Insurance, July 1, 1936....... 
(Increase 77.8%) 
During this period, the Association paid $10,511,993.72 to certificateholders and beneficiaries. 


Hedegwisestedcdeunesqadewedemenineeuoseses $ 92,510,000.00 
avddeecedecaveceddguddasesedudcesueanead 164,736,045.00 


AID ASSOCIATION 


FOR 


LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 





The Aid Association for Lutherans has enjoyed 


20,414,273.82 











A Leader = Not A Follower 


Field Representatives Are Human. They Like to Know They 
Are Associaved with a Company That Is Up-to-Date. 


On January 1, 1936, we issued a Complete NEW LINE OF 
POLICIES. American Experience Table of Mortality—3% 
Interest Basis— (Now Used by Leading Insurance Companies). 


You will be Interested in Our Literature. 


Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 
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cobel, Wis., former directors. They are 
accused of taking a secret commission 
aggregating $300,000 for arranging a 
merger of the Brotherhood with the 
I. O. F. of Toronto, Can., in 1931. A 
sixth defendant, Sam Sparrow, Kansas 
City, Mo., will not be tried at this time 
due to illness. Judge G. C. Scott of 
Sioux City will preside. 


Nebraska Congress Names 
Mrs. Jensen as President 


LINCOLN, NEB., Oct. 8&—Mrs. 
Florence H. Jensen of the Woodmen 
Circle, Omaha, was elected president of 
the Nebraska Fraternal Congress at its 
annual meeting here. Other officers are: 
First vice-president, F. J. Cassidy, Ben 
Hur, Lincoln; second vice-president, A. 
C. Watkins, A. O. U. W., Omaha; third 
vice-president, Mrs. Laura Martin, De- 
gree of Honor, Lincoln; secretary-treas- 
urer, Mrs. Ida B. Kennedy, Lincoln (re- 
elected). The 1937 congress will be held 
in Omaha. 

J. C. McReynolds, Security Benefit, 
Lincoln, protested against the movement 
to tax fraternal premiums, saying a por- 
tion of revenues is devoted to mitigat- 
ing the social security burden. Senator 
Sheppard of Texas discussed the _his- 
tory and accomplishments of fraternal 
insurance. Dr. V. V. Smrha, Western 
3ohemian Association, Milligan, retir- 
ing president, suggested in his annual 
address that fraternal insurance be 
widened by extending loans to members 
for building purposes. 

Other speakers were Mrs. Dora Alex- 
ander Talley, national president Wood- 
men Circle, and vice-president National 
Fraternal congress, and R. C. Miller, 
national director Woodmen of _ the 
World. 


Geo. Willard Smith to Talk 


The General Agents & Managers As- 
sociation of Indianapolis have arranged a 
breakfast meeting Oct. 13, at which 
George Willard Smith, president of the 
New England Mutual Life, will be the 
guest speaker. 











James Madden, 78, Ridgewood, Ni... 35 
superintendent of the Prudential, died. 





Talks on Federal Income 
Tax Problems at Dallas 











THOMAS WATTERS, JR., Des Moines 


Thomas Watters, Jr., well known 
attorney of Des Moines, who was ap- 
pointed some months ago as head of the 
bureau of the National Board of Fire 
Underwriters and the Association of 
Casualty & Surety Executives, to study 
social security legislation, both state and 
national, will appear before the Legal 
Section of the American Life Conven- 
tion at Dallas next week, basing his 
observations on life insurance federal 
income tax problems. 








INSURANCE ISSUE KEPT TO FORE 


. (CONTINUED FROM PAGE 3) 





he did quote me fairly accurately,” Mr. 
Schriver replied. “I think the quotation 
was taken from an interview with a 
reporter of the Boston ‘Transcript.’ 
What I said was in response to the 
reporter’s question ‘Do you fear infla- 
tion?’ My reply was as follows: 

“‘Continued failure to balance the 
national budget will ultimately lead to 
either inflation or repudiation. Inflation, 
of course, is nothing more or less than 
repudiation in part. Nations are no 
different from corporations or individ- 
uals. They must earn as much as they 
spend or ultimately become bankrupt. 
Of course, there are always emergencies 
in the lives of nations as well as indi- 
viduals when expenditures will exceed 
income, but those situations must be 
confined to emergencies or serious 
financial difficulty results. That is a 
fundamental law of economics.’ 

“T do not believe Col. Knox misquoted 
me essentially and while I have received 
a number of letters of condemnation, I 
have also received a larger number of 
messages of commendation. Of course, 
I did not speak as president of the 
National association, but as an_ indi- 
vidual. I can see nothing in the state- 
ment which I have just quoted that I 
care to retract. I am not easily fright- 
ened and I do believe that the balancing 
of the budget ultimately has a very 
definite bearing on every financial trans- 
action, There are certain fundamental 
laws of economics which we cannot 
eternally ignore and keep out of ulti- 
mate difficulty. 


Will Stand by His Guns 


“Of course I don’t like to be quoted 
as saying something which will em- 
barrass Mr. Patterson and the new 
administration, but certainly I went no 
further in my statement as an individual 
than the trustees have gone officially in 
their much touted resolution, and cer- 
tainly I have gone no further than 
President Parkinson of the Equitable 
Life of New York in his speech before 
the national convention. The only thing 
I am surprised at is that Col. Knox 
should have felt that any statement of 
mine was important enough to quote. I 
shall let the chips fall where they will 
and shall continue to stand by the state- 
ment which I have made. 

“Of course, my statement was not 
necessarily partisan. I feel that  bal- 
ancing the national budget is a good 
policy for any administration whether it 
be Republican or Democratic.” 

RESOLUTION HITS KNOX 

HUTCHINSON, KAN., Oct. 
The Life Underwriters Association 
Hutchinson has adopted a_ resolution 
condemning Col. Knox for what it 
charges was his “derogatory” statement 
at Allentown regarding the safety of 
life insurance and savings banks. A 
committee was appointed to phrase the 
resolution and send it to Col. Knox, 
consisting of G. L. Spangenberger, R. 
B. Daniels, and Guy Glasscock, Jr. 


8.— 


FLORIDA PRESIDENT TO FORE 


TAMPA, FLA, Oct. 8.— Albert 
Litschi of this city, president of the 
Florida Association of Life Underwrit- 
ers, has issued a statement condemning 
Mr. Knox for his Allentown utterance: 

“The time has come for politicians to 
lay off the great institution of life in- 
surance, whose assets have increased 
more than three billions of dollars in 
the last three years, and with an in- 
crease of two millions of policyhold- 
ers,” he stated. “The Knox charges are 
preposterous, of course, but they are 
calculated to create fear and suspicion. 
Such charges by a candidate whose 
speeches are read by a great many peo- 
ple, are un-American and destructive to 
good government. 

“The members of the Florida Asso- 


of ! 





ciation of Life Underwriters believe that 
the time has come for the agents who 
are largely responsible for the creation 
of the life insurance estates of the peo- 
ple of Florida, by virile, aggressive and 
effective action to erase the misconcep- 
tions which have been created against 
life insurance by snipers, and also to 
condemn in severest terms the state- 
ments of politicians against the indi- 
vidual system of financial independence 
and economic security which has had 
such an outstanding record during the 
century of its existence. 

“The relations between the life in- 
surance business and the public are no 
longer important solely to the life in- 
surance business, but to the entire fu- 
ture of the individual system of finan- 
cial independence and economic secur- 
ity. There can be no doubt, reports and 
statements to the contrary notwith- 
standing, that American citizens who 
hold life insurance policies issued by in- 
surance companies in the United States 
possess the safest of all possible secur- 
ities.” 

VIEWS IN HARTFORD 

HARTFORD, Oct. 8.—Life insur- 
ance executives have varying views on 
the way life insurance has been pulled 
into the political campaign. Many hoped 
that when Col. Knox introduced the 
subject in September that discussion 
would be dropped and that field forces 
could go about the selling of policies 
without having to discuss the possibili- 
ties of inflation, etc. 

The conference of President Roose- 
velt with insurance executives brought 
forth a flood of discussion in the press. 

When David Lawrence, editor of the 
“United States News” and writer of 
a daily article syndicated to a large num- 
ber of daily newspapers, visited Hart- 
ford just after the President’s confer- 
ence he predicted much would be heard 
about life insurance between then and 
election, and this prediction is coming 
true with a vengeance. Mark Sullivan, 
Frank Kent, and others conducting 
political columns in daily newspapers, 
have not only touched on it but ex- 
panded on it. 

Col. Knox took up the subject the 
second time in Pittsburgh and when 
insurance men turned on their radios 
last week to listen to “all three’—Knox, 
Roosevelt and Smith—they found the 
presidential and Smith speeches more 
entertaining, but the Knox speech more 
up their street. 

It is generally believed by agency 
executives that nothing that has hap- 
pened so far politically, not even the 
talks before the life underwriters’ con- 
vention in Boston or the resolution 
adopted there, will make the work of 
the rate-book men any easier. In every 
presidential year agents find it easier 
to talk politics than insurance, and this 
year it is almost impossible to talk life 
insurance without being pulled into a 
discussion of politics. 

COMMISSIONER MURPHY’S VIEWS 

WHITE SULPHUR SPRINGS, W. 
VA., Oct. 8—Commissioner Murphy of 
Iowa, addressing the annual meeting 
here of casualty company and agency 
organizations, condemned the expres- 
sions of alarm regarding insurance that 
are being given currency in the cam- 
paign and he ridiculed the resolution of 
the trustees of National Association of 
Life Underwriters asking for a cabinet 
officer to look after the welfare of pol- 
icyholders. Federal supervision of in- 
surance will not come, he vouchsafed, 
unless the public becomes convinced 
that insurancec is not secure under state 
supervision. 


A. E, Hartshorne has been named Char- 
leroi, Pa., manager by the Colonial Life. 
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Connecticut Mutual Plans 
for General Agent Rall. 


Regional round table meetings for 4 
discussion of problems confronting ate 
eral agents are being held for the gen. 
eral agents of the Connecticut Muty 
Life during October and November » 
central points throughout the county, 
These meetings will be conducted ¢, 
the same lines as the general agen 
round tables held at the home off 

In charge of these meetings is Supe. 
intendent of Agencies V. B. Coffin, a. 
sisted by Assistant Superintendent 0 
Agencies F. O. Lyter, G. F. B. Smit, 
and R. L. Simpkin, and Educationa] pj, 
rector E. C. Andersen. 

The meetings will be held at Aste. 
ville, N. C.; Atlantic City, N. J.; Len. 
nox, Mass.; Kansas City; Mo.; Chicago, 
and San Francisco. 








Statement of the Ownership, Manage. 
ment, Circulation, Ete., Required by 
the Act of Congress of 

August 24, 1912 

Of The National Underwriter Life Ingyr. 

ance Edition, published weekly, at Chi. 

cago, Ill., for October 1, 1936. 

State of Illinois! gc, 

County of Cook§ . 


Before me, a Notary Public, in and for 
the State and county aforesaid, person. 
ally appeared John F. Wohlgemuth, 
who, having been duly sworn according 
to law, deposes and says that he is the 
Secretary of the National Underwriter 
Co., publishers of The National Under. 
writer Life Insurance Edition, and that 
the following is, to the best of his 
knowledge and belief, a true statement 
of the ownership, management (and if 
a daily paper, the circulation), ete., of 
the aforesaid publication for the date 
shown in the above caption, required by 
the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, 
printed on the reverse of this form, to- 
wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, The National Underwriter 
Co., Chicago, Il. 

Editor, C. M. Cartwright, Evanston, Il. 

Managing Editor, C. M. Cartwright, 
Evanston, Ill. 

Business Manager, H. J. Burridge, 

(If owned by 


Hinsdale, II]. 

2. That the owner is: 
a corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one per cent 
or more of total amount of stock, If 
not owned by a corporation, the names 
and addresses of the individual owners 
must be given. If owned by a firm, com- 
pany, or other unincorporated concern, 
its name and address, as well as those 
of each individual member, must be 
given.) 

The National Underwriter Co., Chicago, 
New York, Cincinnati. 

E. J. Wohlgemuth, Cincinnati, Ohio. 

C. M. Cartwright, Evanston, III. 

H. J. Burridge Hinsdale, Ill. 

G. W. Wadsworth, Chicago, II. 

John F. Wohlgemuth, Hinsdale, IIl. 

R. E. Richman, Hartford, Conn. 

3. That the known bondholders, mort- 
gagees, and othes security holders own- 
ing or holding 1 percent or more of total 


amount of bonds, mortgages, or other 
securities are: (If there are none, s0 
state 

Nor 


1e. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if any, 
contain not only the list of stockholders 
and security holders as they appear upon 
the books of the company, but also, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other fidu- 
ciary relation, the name of the person or 
corporation for whom such trustee is 
acting, is given; also that the said two 
paragraphs contain statements embrac- 
ing affiant’s full knowledge and _ belief 
as to the circumstances and conditions 
under which stockholders and _ security 
holders who do not appear upon _ the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner, and this 
affiant has no reason to believe that any 
other person, association, or corporation 
has any interest direct or indirect in the 
said stock, bonds, or other securities than 
as_so stated by him. ’ 

5. That the average number of copies 
of each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the six 
months preceding the date shown above 
MS hipee ehern. close his information is re- 
quired from daily publications only.) 

ohn F. Wohlgemuth, 
Secretary The National Underwriter, pub- 
lishers The National Underwriter Life 
Insurance Edition. 

Sworn to and_ subscribed before 
this 30th day of September, 1936 

(Seal) John B. Berenschot. 

(My commission expires Dec. 31, 1936.) 
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ALES IDEAS AND SUGGESTIONS 











Satisfied Policyholders Are the 





KANSAS CITY, Oct. 8.—Life agents 

oo often underestimate the nature 
of the work they do and the value 
of their policyholders, points out W. E. 
Bixby, assistant secretary Kansas City 
Life, in a discussion of the agent’s re- 
lationship to company and policyholders. 
Many of them, he said, fail to see be- 
yond the first year commission. 
“ “Recently there was an editorial in 
the ‘Atlanta Journal’ that paints a very 
vivid picture of the real life agent. ‘Life 
insurance salesmen,’ the editorial read, 
‘are among the most useful citizens in 
every community. They furnish us with 
vision when we have none of our own. 
They give us the opportunity, which 
every man ought to crave, for providing 
in a sensible and comparatively inex- 
pensive manner for our old age and for 
those who are dependent upon us. The 
life insurance man has a rich, reputable, 
sound and salable proposition to offer. He 
commands the respect of all but fools. 
He may well approach all men con- 
fidently. He may rest serene in the 
belief that he is useful. 


Obligations of Agent 


That is what the Kansas City Life 
“expects of every one of its representa- 
tives,’ Mr. Bixby continues. “But an 
agent cannot fulfill such requirements 
by neglecting his policyholders.” 

The company expects its agents prop- 
erly to select prospects; to collect and 
remit immediately; to be prosperous; to 
feel their obligation to the community 
and assume about the same attitude 
toward the insurance requirements of 
their people as the doctor assumes 
toward the health requirements of his 
community—both are professional men 
working for the best interests of their 
communities; to see to it that the policy- 
holders are satisfied, and to exert every 
possible means to renew the business 
he has placed on the books. 

Mr. Bixby points out that “the agent 
today is judged not by volume alone but 
by the number of satisfied clients who 
renew their policies year by year. In 
most any given community a man who 
is producing, year 


business, painstakingly looking after the 
interests of his policyholders, is making 
more money, year in and year out, than 
banker, doctor, lawyer, or any other 
high salaried individual. 





by year, a volume of | 
$100,000 to $250,000 and renewing that | 


“In renewal of business, the agent | 


himself is the important factor. If dis- 


FAVOR OLD AGE SAVING 

“Apparently the public isn’t intending 
to rest back on the oars and trust to 
social security legislation to provide en- 
tirely the green pastures of one’s old 
age,” according to Clarence Francis, 
president General Foods 
in a talk before the American Bankers 
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Association in San Francisco. In a na- | 


tion-wide survey in which his organi- 
zation interviewed more than 50,000 


average citizens in all walks of life the | 
question, “Do you think it is as neces- | 
Sary to save for your old age as it was | 


in your father’s day?” was asked. In 
the replies 44.6 percent said it was as 
necessary, 47.3 percent said it was more, 
and only about 5 percent said it was 
less necessary to save today than in the 
old days. 


Agent’s Greatest Assets 


satisfaction has entered the _ policy- 
holder’s mind, either by some outside 
influence or within himself, then the 
agent is the only one who can correct 
this, and prevent the policy from being 
twisted or from lapsing.” 





Gray Tells How to Answer 
Man with Enough Insurance 


Assistant Secretary A. E. N. Gray of 
the Prudential in an address gave a 
practical experience which he related as 
follows: 

“TI have an acquaintance who believed 
honestly and honorably, as so many men 
do of his age, that while he did not 
have all the life insurance he should 
have, he did have a certain amount of 
assurance due to the fact that if he 
should die his wife would not have any 
trouble marrying again. While he was 
telling me that, instead of saying that 
I thought he ought to be shot, I looked 
at him with the most understanding, hu- 
man and friendly look I could com- 
mand, and when he finished he said just 
what I wanted him to say: ‘Do you 
think I’m wrong?’ 

“T said: ‘No, I don’t think you're 
wrong; I just think you’re terribly mis- 
taken. You do have a wife who is 
young and very attractive. Probably 
she would not have any trouble in get- 
ting married again were it not for the 
two millstones hanging around her neck. 
You have two children. To you those 
children are the most marvelous chil- 
dren in the world, but to your wife’s 
second husband, they'll be just a dead 
man’s brats. Anytime those two chil- 
dren do something that he does not 


like, he is going to remind your wife 
that they “got that from their father.” 
You may be lying in seven feet of mud, 
but you're going to hear it.’ 

“Here is the peculiar part of that con- 
versation. He did not hate me for talk- 
ing like that. He felt that I was talk- 
ing like that for the sake of his children, 
and he did not dislike me or what 1 
said. But how he hated his wife’s sec- 
ond husband! 

“So he said to me: ‘You have got me 
in the market for life insurance right 
now. Here is a point which I want you 
folks to think about. I could have taken 
out the application right then and there 
—and I imagine a great many people 
would. But that was not the time to 
take out the application. The building 
process was not finished. I said: ‘You 
say you are in the market for life in- 


surance. You are probably thinking 
about $5,000, aren’t you?” He smiled, 
and said: ‘That’s funny, that’s the 


amount I was thinking about.’ : 

“T said: ‘What do you want your life 
insurance to do?’ ‘Provide for my fam- 
ily,” he replied. I said, ‘Provide for 
what?’ He said, ‘Provide the things they 
will need.’ 

“T said, ‘What do you or I know about 
that. There is only one way for you to 
get it settled and that is go to your wife 
in a cold, hard, business-like manner and 
say, “Honey, what do you think is a 
fair price for me to pay you for finish- 
ing the job of bringing up our family 
if I don’t live to do it? ” 

“He said, ‘I can’t talk to my wife like 
that. ‘There is only one way you can 
avoid it,’ I replied, ‘and that is put your- 
self in her place.’ 

“T don’t think I made a sale but I 
do think I made that man measure up 
to his responsibilities, and incidentally, 
instead of $5,000 it is now $23,000. -If 
we stick around a little longer and do 
a little more man-building, using all of 
the material we have on hand with 
which to build men, and if we can raise 
a sale from $5,000 to $23,000 we will 
not only be building men but we will be 





building ourselves in the process.” 





Life Insurance a Permanent Investment 





In order to show as graphically as 
possible the value of life insurance as a 
permanent investment, Manager Gerald 


A. Eubank of the Prudential in New 
1 2 3 4 
| Net Taxable Accumula- 


Estate 

After Total Beneficiary sary to 
Deduc- N. Y.and Owned Equal Est. 
tions and Federal Insurance Val. of Life 


Exemptions Est. Taxes (Note A) Insurance* 














| $ 100,000 $ 10,680 $ 10,000 $ 12,082 
200,000 28,140 28,000 35,265 
300,000 48,820 48,000 60,606 
400,000 69,620 69,000 90,631 
500,000 93,500 93,000 123, 28 
600,000 117,500 100,000 137,198 
700,000 144,580 100,000 138,968 
800,000 171,780 100,000 143,505 
900,000 202,060 100,000 145,645 

1,000,000 232,460 100,000 150,421 
1,500,009 400,360 100,000 158,006 
2,000,000 584,220 100,000 166,466 
2,500,000 784,100 100,000 175,845 
3,000,000 999,980 100,000 34: 
4,000,000 1,479,740 100,000 211,610 
5,900,000 2,022,620 100,000 248,610 
Expectation of Life. ......62sc8 sess 


Corporation, | 





Note A—Life insurance proceeds are not 


at the time of death, he had none of the legal incidents of ownership in the policies. 


York City has worked out the foliowing 
chart. It is copyrighted and reproduced 


here with the permission of Mr. 
Eubank. 
Age Age Age Age Age Age <Age Age 
30 35 40 45 50 55 60 65 


Suggested tions Neces- *An. Prem. per $1,000 for Insurance Shown in Col. 3 
i $17.04 $20.29 $24.63 $30.38 $37.98 $48.06 $61.17 $79.82 
Years Necessary to Accumulate a Sum Equivalent 
to Estate Value of Insurance. 


Based on 4% Com- 
pound Interest, Net After All Income Taxes 








34 27 2 20 17 14 12 
34 28 24 21 18 15 12 
34 28 24 21 18 15 12 
35 28 25 22 18 15 13 
35 29 25 22 18 15 13 
36 29 26 22 19 16 13 
36 29 26 22 19 16 13 
37 35 30 26 23 20 16 13 
37 34 30 27 23 20 17 14 
38 34 31 27 24 20 17 14 
39 35 28 24 21 18 14 
10 36 29 25 22 18 15 
41 37 3 30 26 22 19 16 
42 38 $5 a1 27 23 20 16 
45 41 37 35 29 25 22 18 
$8 44 40 36 32 28 24 20 
5.33 31.78 28.18 24.54 20.91 17.40 14.10 11.10 
includud in the gross estate of a decedent, if, 
Pre- 


miums may be paid by the insured, but each premium payment iis a gift, subject to $5,000 


annual exemption. 
to come within this exemption. 


*Column 4 shows amount of additional 


investment instead of being applied to insurance premiums, 
beneficiary owned life insurance shown in Column 3. 


Higher ages or larger amounts require two or more beneficiary owners 


accumulated by 
of the 


be 
estate value 


taxable estate that must 
to equal 


7All premium figures quoted are the guaranteed rates for the first three years of a policy 


issued by a large company. 
cent greater but this increase, based on the 
offset by the payment of the annual dividend. 


The guaranteed rates after three years are approximately 15 per- 


1936 dividend scale (not guaranteed), is fully 


EXAMPLE 


A resident of New York; age 50; with a net taxable estate of $800,000 would be subject, 


at his death, 


to New York and Federal estate taxes of $171,780. 


If by investmnent he in- 


creased his holdings by $143,505, the net increase to his estate after taxes would he $100,000. 


The premium for $100,000 life insurance at age 50 is $3,798. 
income taxes 
This 4 percent net return is equivalent to 6, 7 or 8 percent gross, according to the in- 


4 percent compound interest net after all 


years. 


This sum invested annually at 


would amount to $143,505 in 23 


come tax bracket. The accumulated $143,505, after adjustment for taxes, has the same value 


to his estate as $100,000 tax free insurance. 


At age 50 a mans expectancy is 20.91 years. 
therefore, takes a lifetime or longer to accomplish what life insurance will do immediately. 


It 





Competition of Commodities 
Agent’s Greatest Problem 














One of the biggest problems the life 
insurance man has to meet today is to 
organize and equip himself to sell life 
insurance in competition with radios, 
automobiles and refrigerators, G. Frank- 
lin Ream, assistant superintendent of 
agencies of the Mutual Benefit Life, de- 
clared at the annual sales congress of 
the Virginia Association of Life Under- 
writers in Roanoke. 

The meeting was attended by ap- 
proximately 125 agents, principally from 
the southwestern section of the state. 
Instead of holding one congress next 
year, it was decided to hold congresses 
at Richmond, Norfolk and Roanoke. 


Agent Should Have 
_ Definite Work Program 


Mr. Ream urged the agents to have a 
work program which should be divided 
in time so as to give one-half to sales 
interviews, one-fourth to prospecting 
and one-fourth to case preparation. He 
stressed the importance of developing a 
system of records and urged the agents 
to have a sincere spirit of service, bear- 
ing in mind that life insurance selling is 
on a par with preaching the gospel from 
the pulpit. 

An agent should analyze his own per- 
sonal production during the past 12 
months and compare it with types of 
prospects sold as well as with a survey 
showing from where the business is 
coming on an average over the entire 
country, said O. Sam Cummings, Dallas, 
Texas, manager for the Kansas City 
Life. The next step to increased pro- 
duction, he said, is endeavor to sell 
those prospects from whom the survey 
shows he has not gotten business. He 
pointed out that a country-wide survey 
had shown that 10 percent of sales made 
is to housewives. If an agents is not 
going after this type of business he 
should get busy and do so, he said. 


Sell People on 
Self Reliance, says Hull 


Roger B. Hull, managing director 
National association, told the agents 
that they should sell the American peo- 
ple on self-reliance and self security 
rather than have social security and the 
dole. If the life underwriter wants to 
get the spirit of real religion in the 
business, he said, let him go out and 
settle a death claim with the realization 
that the check he delivers is not money 
but food and clothes and possibly an 
education for the youngsters. 

E. Lee Trinkle, president Shenandoah 
Life, predicted that “we are on the 
verge of the most substantial era of 
prosperity in the history of this coun- 
try.” 

Commissioner G. A. Bowles of Vir- 
ginia defined the task of the life under- 
writer as the selling of the right kind of 
insurance to fill a real need. “Life in- 
surance,” he added, “has become a vital 
part of our national life, its growth 
being so rapid that although we are in- 
timately connected with it, it is diffi- 
cult for us to appreciate or fully com- 
prehend its size.” 

Charles J. Mesman, assistant United 
States manager of agents Pan-American 
Life, spoke on “Carrying ‘Coals to New- 
castle.” 








Life men who write auto- 
mobile or fire 


TAKE BOTH 
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POWELL COMMENTS ON NON-CAN 


(CONTINUED FROM PAGE 2) 





In the case of lifetime coverage for dis- 
ability, however, a company is faced not 
only with a rapidly increasing hazard 
due to age, but also with the fact 
that at the close of the year, it would be 
impossible to calculate the liability in- 
curred during the year. In such a case, 
when claim is presented—on the basis 
we will say of $100 per month—it is im- 
possible to foresee whether those pay- 
ments will amount to $300 or $30,000 or 
more, In fact, a definite knowledge of 
the liability incurred in any particular 
year would not be known for many, 
many years. 
Human Equation Important 


“It would appear that Mr. Hirst has 
lost sight of the extreme importance in 
lifetime indemnity of the ‘human equa- 
tion. If past experience shows tiiat 
losses under a particular form of policy 
issued at a particular premium were 
twice as heavy as contemplated by that 
premium, it does not follow that if twice 
the premium had been charged, the ex- 
perience would have been satisfactory. 
In fact, experience has proven that such 
is not the case. When a higher pre- 
mium is charged for a fixed benefit, the 
result to be expected is, it is true, a 
somewhat lower loss ratio when meas- 
ured in terms of claims as compared to 
the premium charged, but actually, 
higher claim payments per policy. This 
is due at least in part to the fact that 
the higher the premium, the less likely 
are the good risks to carry the insur- 
ance. One of the easiest mistakes for 
the actuary or rate maker to make is 
to calculate gross rates based on expe- 
rience obtained under inadequate rates. 

“It is a well known fact also that 
when it becomes necessary to make a 
substantial assessment, the higher the 
assessment, the greater is the tendency 
for the better risks to discontinue their 
insurance, making the resulting expe- 
rience with remaining policyholders stiil 
more unfavorable. 


Participating Plan 


“The other plan suggested by Mr. 
Hirst was to charge sufficient premium 
so that the policy could be made partici- 
pating and pay dividends. Substantially 
the same objections will apply in this 
case as outlined above. 

“Is not the real trouble that we may 
undertake to seek too great a degree of 
perfection? Perfect insurance has never 
been developed in any line, not even ex- 
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cepting life insurance, for the exact 
needs of the insured can never accur- 
ately be foreseen many years in ad- 
vance. But that life insurance is per- 
forming a wonderful social service no 
one ever denies. Why then should we 
undertake to make disability insurance 
reach into the unknown to a degree that 
an error in judgment may destroy the 
protection of thousands of policyholders 
and cause them to lose the protection 
upon which they have had every right 
to rely? 

“Experience has shown that less than 
one-half of one percent of all disabilities 
extend beyond one year in duration. 
It is true that this percentage is low be- 
cause numerous short disabilities are in- 
cluded in these figures. Nevertheless, it 
does get down to the fact that relatively 
few bona fide disabilities last for more 
than one or two years. The more at- 
tractive that long-term coverage is 
made, the higher will this percentage 
be. 


Life Company Experience 


“The experience of life insurance 
companies in dealing with the disability 
feature providing life income must not 
be forgotten. For many years that ex- 
perience appeared to be proving very 
satisfactory. Then came a turn for the 
worse. About 10 years ago, many of 
the leading actuaries and insurance ex- 
ecutives pooled their experience and 
judgments in attempting to find a sound 
basis upon which such benefits could be 
issued. Yet the millions of dollars of 
losses continued to be experienced. As 
a result, nearly all the leading life in- 
surance companies have definitely dis- 
continued the issuance of lifetime dis- 
ability income protection. 

“It is not my purpose to question the 
method of operation of any other com- 
pany, but it does appear that the prac- 
tical answer to this social problem is to 
grant the coverage on the basis of a 
maximum liability, and as reliable expe- 
rience accumulates, to extend that pe- 
riod rather than promise something the 
cost of which it is impossible to know 
at this time. 

“Under a form of policy where the 
maximum liability of the company is 
definitely fixed, rates can be calculated 
with a remarkable degree of accuracy. 
Although the effect of the ‘human 
equation’ does exist, it exists in a rela- 
tively small degree. I agree heartily 
with Mr. Hirst that an insured should 
be able to secure coverage which will 
carry with it the right to rely upon that 
coverage in the future regardless of any 
unfavorable developments in that risk 
after the issuance of the policy. The 
real question is the degree to which this 
can safely be done without impairment 
to the rights of others.” 


Program of Joint 
Actuarial Meeting 


(CONTINUED FROM PAGE 1) 
nual dividends, according to a given 


scale, increase continuously through 
successive policy years?” 

In connection with the topic of pro- 
duction, the fourth item for informal 
discussion, these questions are put: 

“Have any measures been taken to 
increase the volume of business in which 
the protection element, as contrasted to 
the investment element, is of major im- 
portance? If so, what have been the 
results? 

“How does the volume of business 
written this year on policies with a re- 
duced premium for an initial period of 
years compare with that for previous 
years? How does the persistency of 
this class of business compare with the 
company average? 

“Has there been a decrease in the 
average amount of policy written in re- 





Leads Celebration 











H. L, CHOATE 


H. L. Choate, general agent at Wash- 
ington, D. C., for Mutual Benefit Life, 
was in charge of the gathering of Mutual 
Benefit people in his city that marked 
the 91st anniversary of Mutual Benefit’s 
representation in Washington. 





cent years? If so, have any steps been 
taken to check the decline and have 
they been successful?” 

The last question for informal dis- 
cussion is accounting. These questions 
are asked: 

“What methods may properly be used 
in the preparation of the new ‘exhibit 
of premiums collected’ wherein a com- 
pany’s premium income is to be allo- 
cated by states and territories? 

“How is the data compiled by the 
exhibit of annuities and supplementary 
contracts involving life contingency 
outstanding at Dec. 31? Does experi- 
ence indicate that any changes in these 
exhibits are desirable?” 

At the second joint session the only 
topic scheduled for informal discussion 
is social security legislation. These 
questions are asked: 

“What basic principles should deter- 
mine whether a public pension plan 
should be operated on a full reserve 
basis, a modified reserve basis, or a cur- 
rent cost basis? 


What Changes Needed? 


“Assuming no fundamental change is 
to be made in the general objectives of 
the old age benefit plan of the social 
security act, what detailed changes in 
the act are desirable and practicable 
with reference to: 

(a) Eligibility. 

(b) Qualifications for benefit. 

(c) Basis for determining the amount 
of benefits. 

(d) Coordination between the federal 
old age benefits and allowances under 
the state old age assistance plans. 

(e) Taxes provided in Title VIII? 

What important administrative prob- 
lems arise under social security act from 
the point of view of employers, with re- 
spect to their obligations concerning the 
income tax and excise tax provisions of 
Titles VIII and IX of the act? How 
may these problems be dealt with most 
effectively? 

Are insurance companies with retire- 
ment plans in effect for their own em- 
ployes making any changes in these 
plans because of the adoption of the 
social security act? 


Attend Annuity School 
Sixty-five agents of the Lincoln Lib- 
erty Life of Nebraska attended the 
school of instruction in Lincoln staged 
by the annuity division under Carl H. 
Bickel. 
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Examination Plan — 
Opposed by Pini 


(CONTINUED FROM PAGE 1) 


ganization, which provide for conye 
tion examination where request js 

by the commissioner of the home stg 
or by three commissioners from off 
states where the company does bys 
ness. “However,” he declared, “we 
object to the St. Paul resolution whig 
seeks to impose an unfair, impractigs 
and onerous obligation on companies} 
our state, and to substitute a voluntary 
unauthorized examination for the stg 
tory examination required by the lays 
of our state. If such a system js 
prevail, it must create a_ serious 
down in efficiency of examination of 
companies, and will seriously weakey 
the responsibility of each state for com 
panies within its borders.” 

Mr. Pink stated his department would 
cooperate in offering to submit all its 
examinations and working papers to the 
scrutiny of the committee on examina 
tions. If the committee is then in doubt 
on any point, or questions the accuracy 
of the work, it may make such further 
investigation with its own examiners as 
it may deem necessary. This plan, he 
said, meets the legitimate demand of 
other states for full knowledge and 
more intimate participation in New 
York examinations and at the same time 
preserves the integrity of that state's 
examination which is demanded both by 
efficient practice and by law. : 


Problem Is Not New 


The problem of out of state examina. 
tions is not new, Mr. Pink said. It! 
dates back to early days in the history 
of the commissioners’ organization, 
which was founded at a meeting in New 
York in 1871. Outlining the background 
of the problem, he said that in those 
days there was no established system 
for making examinations and the super- 
intendent hired whatever accountants he © 
wished, charged what he thought was 
right, assessed the company for expense 
and was not legally obligated to take 
accounting to anyone. Consequently, 
there was much waste and much need- 
less expense and there were no national 
standards or uniformity. With the de 
velopment of state insurance depart- | 
ments, regulations became more unti- 
form and practices were somewhat 
standardized. The system that has been | 
developed, he said, is quite adequate to 
provide for any emergency and repre- 
sents the most economical and efficient © 
method. The plan for convention ex- 
amination would, he contended, create 
the evil of excessive cost, waste and 
inefficiency that existed in the early 
days. 

Fairness Will Prevail 


“Each supervising official,” he said, 
“is the keeper of his own conscience and 
{ do not believe that any state will 
make an unfair or unnecessary examl- 
nation of any of our companies. There 
is nothing but public opinion and a de- 
cent regard for the rights of companies 
domiciled in other states, and for the 
supervising authority in those states, to 
prevent such action, but that is quite 
sufficient. We are not an aggregation 
of states but a nation and comity and 
good faith between our states must pre- 
vail. 

“New York recognizes the need for 
uniformity of law and procedure 
throughout the United States. That can 
be achieved only through the success- 
ful and efficient working of the Na- 
tional Association of Insurance Com- 
missioners. We have sincere regard for 
the natural and proper desire of super- 
vising authorities in the south and west 
to have greater participation in contrc 
of companies dominated by large insur- 
ance centers in the east. We shall co- 
operate just as fully as we can with the 
wishes of the majority as expressed in 
the acts of the convention.” 





